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8614 — Tan Bal, Perforated 
Wing Tip, Vamp and Quar- 
ter, Antique Finish, !/, Double 
Oak Sole, Grain Inner, Rub- 
ber Heel. B,C,D, 6-12. 


8615—Same as 8614, except 
Gun Metal Bal. 
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eS MEASURING STIcK 
ton ide Be Cudtomer Gia foe hie Wlomey’ 


Busey week, more dealers and more American men join the big parade 
to Johnsonian, America’s Outstanding Performance Value. Shrewd buyers, 
these American men, they want more style, longer wear, downright com- 
fort and satisfaction. Shrewd merchants too, these Johnsonian dealers, at 
last they have a line that gives them an opportunity to sell outstanding 
Performance Value. They say, “With Johnsonians, the customer gets more 
for his shoe dollar; that means more sales and more profit for us.” Yes, busi- 
ness is good for Johnsonian dealers this Fall. Why not let Johnsonian Per- 


formance Value go to work for you? Fi 
Broc 


Johnsonians Are Sanitized. 


SOMNSOMIAN DIVISION Or sworcor ny.» 1. 101s, Mo. 
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Iu Addition to national ad- 


vertising in leading women’s maga- 

zines, Dr. M. W. Locke Shoes for Men, Women 
and Children will now be featured every month 
in 1942 in Time Newsmagazine—the dynamic 
weekly read from cover-to-cover by influen- 


tial, able-to-buy families in every community. 


Dealers who handle one, two or all three 
Locke lines will benefit tremendously from 
this additional new campaign—aimed at every 
member of the family. 

America is on the march! Strenuous days 
— increased activity— make Dr. Locke Shoes 
more advisable than ever for men, women 


and children. 


- 


DR. M. W. LOCKE SHOES 


For ALL the Family 
MEN’S WOMEN’S CHILDREN’S 


Field and Flint Co. The Lockwedge Shoe Corporation of America, Inc. The O'Donnell Shoe Company 
Brockton, Massachusetts Columbus, Ohio Humboldt, Tenn. 
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YOUVE GOT 
THE MAKING OF 
A GREAT WHITE 


YOUR FLEXY 
KID SHOULD 
BE THE RUNAWAY 
LEATHER OF THE LATE 





THESE ARE OPINIONS OF THE 
BEST JUDGES OF LEATHER.. 
THE MEN WHO MAKE YOUR SHOES 





BEAUTIFUL SHOES 
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Moun: Miller, head of I. Miller Retail Stores talks things 
over with Irving Grossman, sales manager of the 
company. For a number of years — through many success- 
ful seasons — these two men have applied an uncanny 
fashion instinct and selective judgment, maintaining the 
high style and standard of I. Miller Shoes. 





a 
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Maurice Miller says, “Our customers keep coming back for 
Compo Shoes by I. Miller because in addition to style, they 
also expect an I. Miller shoe to be flexible, very light im 
weight and to fit perfectly. Many of our designs could 
never be made except by Compo technique. Compo’s doné 
a lot to free the hands of our designers.” 

Irving Grossman tells you something of what’s behind that 
style and fit and light weight. “A 
great many of our I. Miller Shoes are 
made by the use of the Compo tech- 
nique. We consider it an advance in 
shoemaking which a firm with I. Miller’s 
reputation can’t possibly ignore. But 
we feel also that Compo is the only 
technique of its kind in which ex- 
perience proves we can place complete 
confidence. For we can’t afford to take 
risks with the I. Miller name, either.” 


nence of 
find in 1 


At Fifth Avenue and 54th Street in New York, the techniqu 
I. Miller Shoe Salon reflects the spirit of I. Miller Here dis 


Shoes. Here in luxurious comfort the nation: liam Bre 
Pres. & 


most fashionable women choose their footwea' = 
‘actory, 


from the exquisite offerings I. Miller makes. 
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Miller Customer Decides on a pair of Compo Shoes 
by L. Miller. She selected them because of their 
advance-style appeal. She finds them extremely 
comfortable because of the way they fit. She 
doesn’t know it, but one reason they fit so well 
and will wear so well is because they are made 
with Compo Equipment and Adhesive. 





Photomicrograph of needle-roughed sol 
shows why it is the only completely satis 
factory method of raising the fibres of the 
leather. Idea is to get an even nap-like sur- 
face, with plenty of depth between fibres to 
catch and hold the specially prepared 
duPont Adhesive, make a strong perma- 
nently bonded, highly flexible unit with the 
upper of the shoe 


The Degree of Flexibility and the perma- 
nence of the bond that Miller customers ‘oul 
find in their shoes is due to the Compo ; 
technique of “needle roughing” the sole. Needle Rougher developed by Compo has « high- 
Here discussed by Compo President, Wil- speed rotating head containing a series of sharp 
liam Bresnahan, with Michael Miller, Vice needles which raise the fibre of the leather. This 
Pres. & Gen. Manager of the I. Miller machine is one of several important reasons for 
Factory, Long Island City, New York. the superiority, safety and success of Compo 
Shoes. The Compo Technique is the standard pro- 
cedure in cement shoe manufacture. 





Now... Chemistry Produces a Synthetic 
Sole Superior to the Natural Product 


THE NEW 


T a time when good leather 
is getting scarcer and costlier, 
Goodyear announces an important 
development in the plastic field — the 
Neolite sole. As a sole for men’s street shoes, Neolite 
introduces new standards to the shoe industry. 


Neolite soles are made from a unique type of plastic 
material — the latest in a long line of new synthetics 
for the shoe manufacturer. Tough natural fibers are 
welded together under great pressure and heat to pro- 
duce a better sole that is absolutely uniform in quality 


and wears twice as long. 


Made in both black and tan, Neolite offers : 


vantages no conventional sole can give you: 


e A firmer non-skid grip than has ever before been devi 


—a grip that lasts as long as the sole itself « Extreme 


durable — it wears twice as long as ordinary soles 


on street shoes * Waterproof « Lightweight, about t 
same as leather « Remains firm ¢ Retains perfect witi 


to welt in arch during wear ¢ Stays flat, helping to r 
shape of shoe « Stays straight on edge * Takes edge 
¢ Absolute uniformity « Will not mark or mar floc 
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fact, it ca 


be the | 


Octobe 


fact, it can be truly said that the Neolite is a sole made 
be the best that can be manufactured. Its price is 


NEOLITE SOLES HELP RETAIN SHAPE OF SHO 
wonable. It costs no more than good grade leather! . 


INSURE SMART APPEARANCE 


br complete information write today to Goodyear, Shoe 
“ducts Department, Akron, Ohio. 


THE GREATEST NAME IN RUBBER 


Neolite—T.M. The Goodyear Tire & Rubber Company 


October 18, 1941 
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Gentlemen! 
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I am proud to 
page the generous letter ° 
George Miller, and, in 
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Very truly yours: 
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ALFRED VAMOS 








Daniels automatic machine per forat- 
ing 20 to 30 vamps per minute. 


ONLY THE DANIELS PROCESS GIVES YOU PERFECTION IN VENTILATED SHOES 
If the ventilated shoes you see are punched through and true, they’re the right shoes to buy. 


Increase your sales — increase your profits — increase your satisfied customers. 


FEATURE Ne. 1 — All-over ventilated shoes can only 
be made one way . . . completely ventilated through and 
true the vamp, quarter, counter, toe and lining. 

CAUTION No. 2 — It is a known fact that shoe uppers 
wear out first at the quarter lining — due to friction and 
heat. When ventilated shoes are punched through and 
true the quarter, there is a change of air at every step 
— cool — cool — cool. 

RESEARCH No. 3— The only part of the shoe not 
“filled with foot” is the toe area. In closed toe shoes, 
lack of circulating air makes the toes cold in Winter and 
hot in Summer. Shoes ventilated through and true the 
upper, box toe and lining (Daniels Process) in one punch- 
ing operation assure perfect ventilation. 


WATCH YOUR STEP when buying ventilated shoes 
— a minute’s observation will make money for you. SEE 
that the shoes are punched through and true the vamp, 
quarter, counter, toe and lining. LOOK INSIDE THE 
SHOE and feel the toe lining. Make sure that it is not 
cut off, exposing the box toe. Avoid the danger of weak- 
ening the shoe and prevent hurting the foot. 

OBSERVE the ventilation .. . COMPARE the punch- 
ing ... REMEMBER ventilated shoes cost no more to 
manufacture by the improved Daniels Process. 

MR. RETAILER — If you or your manufacturer would 
like to learn more about ventilated shoes made under 


the Daniels Patents, write: 


Patented Shoe Designs, Processes, Equipment and Products 


436 FAIRFIELD AVENUE « « 


e STAMFORD, CONNECTICUT 


Pat. Nos. 1,772,340; 1,773,681; 1,006,673; 1,828,320; 1,901,494; 2,041,672; 2,052,753; 2,097,451; 2,126,094; 2,122,809; 2,165,092 
Pat. Nes. Des. $2,079; 90,233; 90,234; 90,235; 91,513; 99,618; 99,619; 99,638; 99,707; 99,856; 100,155 


Copyrighted by C. H. Daniels, Stamford, Conn., 1941. 
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Style APPROVED 


Profit APPROVED 


A Sales Record and a Line That 
Speak for Themselves 


For nine weeks Ball-Band salesmen 
have been showing merchants the new 


Summerette line for Spring and Sum- 
mer, 1942. Sales show an astonishingly | 
large increase over a like period of any © 


recent year —excellent proof that ex- 


perienced buyers believe 1942 will see a | 


major growth in the demand for play 
shoes. This sales increase also proves 
that the patterns, and the style appeal 
of the new Summerette line are, in 


judgment of keen buyers, exceptionally | 
suited to win this business. At the right |; 
are shown a few of the features of the 3 


line. In fabrics, colors, trim, pattern, 
style, design; in fit—a number of styles 
are available in both A and C widths; in 


quality; in workmanship the complete | 


line will give you a new conception 
of the sales appeal of this class of 
merchandise. 


May we suggest that you hold your 
future commitments on play shoes until 
you see the 1942 Summerette line. We 


are sure you'll agree the line was worth © 


waiting for. A Ball-Band salesman is 
planning to see you—if you want him to 
call soon, a line to us will bring him 
promptly. 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 
280 WATER ST., MISHAWAKA, INDIANA 


BALL BAND 


October 18, 1941 
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GET ACQUMINTED 
GAIT THESE SOCLY 


KC 
| he a 4 THEMES 


THEY “LL MAKE EVERY 
| AMERICAN GIRL S17 UP 


WN AWD TAKE NOTICE THIS SPRING 





HERMAL SHOE COMIPANY. . . EVERETT, MASSACHUSETTS > 
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WATCH FOR THE 
KITT'N-KATS 


IN THE NEW SPRING LINES 


See 


‘ ona * adn 
- r aS 


AND mennens OF CONTROLASNIC —rme MULT Our MaNTIE YARN 


Fits etvertisrmest appanrs ta the Reqrenitle. 1941, tame of Mare mometsis 








Firestone 


October 16, 194i 











PLAY SHOES 


por Men and Women by 








Cauubridge. 


HERE is the industry's outstanding producer of leisure and play 
shoes, for men and women,—again ready to prove for the coming 
season, as in the past, that Cambridge presents the “BEST SELLER” 


in the play shoe line. 


scoop / 


Build up that leisure shoe business for extra profits and pairage with 
the proven excellence and quality of a line that each season leads 
its respective field—and that line alone is by Cambridge. 





| SEE US ROOMS 618-619, HOTEL NEW YORKER | 


Cambridge 


RUBBER CO? 


FACTORIES 
CAMBRIDGE, MASS. TANEYTOWN, MD. _ ST. REMI, QUEBEC 


SALES MGR. OFFICE: BRANCH OFFICES Chicago Los Angeles 
Room 213 Keyser Bldg., Baltimore, Md. with Warehouses: 317 W. Monroe St. 542 S. Broadway 


NEW YORK SALES OFFICE: ROOMS 830-843 MARBRIDGE BLDG., 47 W. 34TH ST. 
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: Pedemode ” Shoes by Grossman 


with a Distinctive Upper Class Accent 


in Evans ruby kid 


Ruby (black) Kid by Evans shines 
forth more prominently than ever in the new vogue 
for lustrous gleaming leathers. And translates 
Grossman’s subtle dressmaker-detail with a dis- 
tinctly upper class accent. Pedemode Shoes enjoy a 
selective distribution in finer metropolitan stores 
—they meet the needs of an exacting clientele. 
It is only natural that Grossman should use supple 
beautiful Evans Kid —with the wisdom of a maker 
who could not think of wasting superior styling and 


craftsmanship on any leather but the best. 


pe 


me xe 


JOHN R. EVANS & COMPANY - CAMDEN - NEW JERSEY 
Est. 1857 
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ADVICE to a young man in busi- 
ness. These are days of rare op- 
portunity because young executives 
are in the making for the more flexi- 
bile future when management must 
know what to do to survive and 
prosper. We visited a lawyer, who 
has considerable shoe experience— 
Edward Bratter of Marshali, Bratter 


and Seligson—and had occasion to 


oar, MONG 








see on his wall, a paragraph in the 
actual handwriting of John Mar- 
shall, the greatest Chief Justice of 
the Supreme Court of the United 
States. Decades of time have clicked 
the clock since this paragraph was 
written but it has made a profound 
impression on many young men 
who have read it. It is as timely 
now: 

“Labor, energy and persevering 
exertion will be required to sur- 
mount the difficultizs which you will 
encounter at first but you may be 
assured they are surmountable; the 
reward which attends those who are 
successful will, I trust, be sufficient 
stimulus to you to exert to the ut- 
most every faculty which Nature 
may have bestowed upon you.” 








October 18, 1941 








olce 


OCTOBER 





the lr ade 


THE 45th Congress of Parents and 
Teachers Association of the State of 
New York was in session at Syra- 
cuse, New York, when we came into 
that town around midnight, to find 
not a room available in town. Ain’t 
that somethin’! 

We couldn't believe it possible 
that so many persons, interested in 
education for head and _ health, 
would spend their own money to get 
together in annual crusade for child 
welfare. There must be something 
in the work itself to compensate for 
all the expense. 

Some amazing things were re- 
vealed during that session—some- 
thing to the effect that there were 


Sco " 


twenty-eight million-odd home 
makers; and as family is organized 
today, schooling is only part of the 
education of a child. We learned 
that the child spends only one- 
twentieth of his time, between the 
ages of six and sixteen, in school. 
So the education must be supple- 
mented at home. 

You see, therefore, it’s a big field 
to cover; and you might say: “Why 
were we interested in it?”. BE- 


CAUSE .. . a bit of the program 








was devoted to the subject of health 
and posture, feet and footwear. The 
understanding mind of the parents’ 
and teachers’ movement can be 
made to think down the avenue of 
shoes. Shoes do play such an im- 
portant part in child life, that we 
recommend that every merchant, in 
every town, contact his local parents’ 
and teachers’ organization—and by 
lectures, charts, etc., demonstrate 





what shoes can do for every normal 
child and for those who have sub- 
normal locomotion. The field of op- 
portunity for shoe service to juve- 
niles is widening and one of the in- 
struments of progress is the parents’ 
and teachers’ organizations. 

While we were there, gathering 
up the booklets and leaflets, we saw 
how one store made its impression 
on the Congress. The Park-Bran- 
nock Shoe Store of Syracuse had 
portfolios (black printed with sil- 
ver) and precisely the useful con- 
tainer for these interested people to 
take home with them. There’s no 
telling—among the many hundred 
members of the Congress there 
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might be an immediate buyer or a 
potential “futurist.” 

Sometime when this industry be- 
comes aware of its real obligation 
towards educating educators, they 
will cooperatively employ men and 
women, in every state in the Union, 
whose duty it will be to indicate the 
part that footwear plays in health 
and locomotion. Actually, we have 
no way of knowing how much a 
child is retarded by physical unfit- 
ness. There is nothing that makes 
for a feeling of inferiority like physi- 
cal disability to walk and run and 
play like normal children do. 

All the days of our life, we will 
carry the memory of a grand shoe 
man who spent his spare time going 
around the schools, watching the 
foot work of children. He spent all 
his extra moneys in making special 
shoes for poor, crippled children. A 
lot of the work he did himself. He 
contributed much to many growing 
lives. 

Some of these are the things in 
back of the service of footwear that 
get comparatively little attention in 
this world of chains and volume and 
mass productions; but as long as 
time goes on, we will have infants 
born into the world, who have to 
reconcile their feet to standardized 
footwear, when their own peculiari- 
ties of gait need some little readjust- 
ment of the shoes to their specific 
ailment or disalignment or variant 


from the norm. 
* te oa 
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THE Canadian Shoe Retailers Asso- 
ciation will hold its convention in 
Montreal November 3, 4, 5. We 
hope that many a merchant from the 
United States will pay a friendly 
visit to that convention. If you 
want full particulars, write to the 
Association at 137 Wellington Street, 
W., Toronto, Canada. Here’s the 
declaration of principles upon 
which the coming convention is 
established : 

“Free merchandising—the right 
of the public to buy what it likes, 
where it likes—is one of the funda- 
mental institutions of democracy. 
That liberty may have to be some- 
what restricted under war conditions 
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OVERSEAS GOSSIP 
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—In England toda every 
over four years of age is allowed 
66 clothing coupons a year. 


—A pair of women's shoes requires 
5 coupons, a pair of men's shoes 
7 coupons. 

—One of our good subscriber 


friends in London writes us the 

following:— 
“Our clothes coupons have caused 
much fun. 
“Naturally, the complaint is that men 
have to give their coupons to the 
womenfolk—and yet it is said that 
‘the woman pays.’ 
"A film critic, referring to a recent 
American film, said that the star was 
dressed in at least 50,000 coupons 
worth of clothes, while a recent re- 
view was said to be almost coupon- 
less. 
“Women discuss the possibilities of 
curtain material for dresses, while 
men begin to brag of their stock of 
old clothes. 
“I've yet to hear a real grumble 
about clothes coupons. 
“We are rationed on petrol, but 
taxies appear to be just as numerous 
as ever. 


Train Conversation 


""Yes sir, | foresaw the shortage 
of petrol so put in enough to last 
me well through the war.’ 


Sequel 


Police Officer: ‘lt has been re- 
ported that you have put in a stock 
of petrol?" 

Culprit: "Who told you that?’ 

Police Officer: ‘Never mind. Have 
you hoarded petrol?’ 

Culprit: ‘In a way, | suppose so.’ 

Police Officer: ‘How much have 
you got?" 

Culprit: ‘Practically two gallons.’ 

Police Officer: "What! You can't 
run a car long on that.’ 

Culprit: ‘Car! I've no car; it's for 
my lighter.’ " 


SU TE 


Rei", a 


President 





as the shadow of Government regu- 
lation lengthens over industry. 
“But you are still a free merchant 
—neither maintained in business 
nor eliminated from it by Govern- 


ment decree—and the consumer is 
still a free customer—free to buy 
from you or to pass you by. 

“Almost as important as your re- 
lationship to your customer is your 
relationship to the Government. 
You'll learn about this also when 
you come to Montreal. Light will 
be thrown on the shape of things to 
come in the regulation of retail busi- 
ness. 

“It’s too important to miss!” 


“THERE is a heap of difference in 
operating a shoe store in a large 
city like Denver, and running a 
good family shoe store in a neigh- 
borhood community like North 
Hollywood, California — where I 
have been for quite a time now,” 
sagely observed Robert H. Johnson. 

“Present-day conditions give us 
fellows in the smaller communities 
all the edge, from many angles. 
Prices going up do not mean a great 
deal to us, as we are so close to 
our trade that we can go along 
with the raises—for customers be- 
lieve what we tell them on the price 
situation, just as they believe us on 
the fit question. Here we have “365 
day-in-the-year shoes’ ahd no wor- 
ries as to what is the present mo- 
ment high style trend. 

“Right now we are buying. BUT 
we are buying against sizes and 
not against inventory inflation, 
which is the only safe policy in a 
neighborhood store. The stock is 





























liquid, as it has always been my 
policy to own outright fully njnety 
per cent of the stock and to be able 
to pay the balance in ten days time 
if necessary. 

“When neighborhood stores real- 
ize they cannot compete with big 
city stores on fashion merchandise, 
but that they can successfully com- 
pete with them on proper fitting, 
why that’s when the suburban store 
starts to really go ahead. That 
proper fitting policy is how this 
business was built and that is the 
policy -which will always continue 
here. It all sifts down to this— 
nothing builds genuine lasting con- 
fidence in a shoe store like the 
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earned reputation of always giving 
the right type of shoe in the right 
size.” 


HALGAS BROTHERS of Syracuse, 
New York—a shop of fine footwear, 
captures the eye and dollar of custo- 
mers with something more than 
shoes in the window. They have a 
tricky little cigarette case in pig- 





skin; a combination of bag and um- 
brella in colored leather that is very 
attractive; and a number of other 
interesting items to catch the eye. 
They all go to make more money 
for the business and more interest 
in the store as a smart selector of 
merchandise. 

Many a shoe store could capture 
more customers with more things 
made of leather, salable in stores. 


n * ” 


FLOYD A. WHITE of Blytheville, 
Arkansas, sends us a cotton boll to 
emphasize the National Cotton Pick- 
ing Contest held in Blytheville each 
year. Mr. White says: “I wish you 
and other shoemen could visit us 
next year. Blytheville is only a 
little over 10,000 people and when 
you more than double that (15,000 
visitors) you might think you were 
at one of the World Series games. 
While on that subject of visiting, 
just forget about the hotels. My 
home is still open and there’s a 
welcome mat at the front door.” 

Our thanks to Arkansas’ largest 
cotton center, Blytheville—72 miles 
north of Memphis and producing 
more than a bale to the acre. Actu- 
ally, Blytheville is the center of 
Mississippi County, the world’s 
greatest cotton producing -county— 
producing one and seven-tenths per 
cent of all the cotton raised in the 
United States and that’s something 
when you consider there are 1500 
cotton counties. It ranks eleventh 
amongst all the counties of the 
United States in crops produced. 

And by way of further interest— 
this is the best soy bean county in 
America. 
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E. GARAFOLA, who made his fame 
with the creation of the fiddle shank 
sume years ago (which might have 
been, in a way, the predecessor of 
the open shank because it reduced 
the shank area to one-half inch in 
diameter, thus emphasizing the most 
beautiful curve of the feminine 
foot) is still creating artistic shoes 
by the hand-sewn, bench process. 
On November Ist, Meyer Goldstein, 
formerly associated with the Ameri- 
can Shoe Company, joins the maes- 
tro in the new enterprise—E. Gara- 
fola Manufacturing Company at 59 
Jefferson Street, Brooklyn, N. Y. 
Thus the life of high art shoemak- 


ing carries on. 


TAPPING the till is one sure way 
of leaking “out a business.” There 
is too much of it done in this 
friendly industry of ours. Just be- 
cause a man runs a store, many a 
friend takes it for granted that he 
has plenty of money and that a 























little loan (never to be repaid) is 
easy in a “soft touch” industry. 
Well, if your dollars leak at the cash 
register, it won't be long. . . 
Here’s a swell way to give the 
chronic borrower the brush-off : 

A man came into a shoe store and 
asked the merchant for a loan of 
$5.00. The merchant replied: 


“When I leased my premises from 
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the bank, they assured me that as 
long as we occupied the space, they 
wouldn’t enter into the shoe busi- 
ness. By the same token, I had to 
stipulate in the lease that as long as 
I occupied the premises, I wouldn’t 
go into the banking business.” 
P. S.—He didn’t get the loan. 
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“First you wanted me to reduce the window area because the seating capacity was too 
small and now your seating capacity is too big for the window.” 





WHILE the ordinary run-of-mine gov- 
ernment bureau is content with carving 
some small niche for itself to get in under 
the government’s defense umbrella, the 
Justice Department’s anti-trust division 
headed by Assistant Attorney General 
Thurman Arnold, makes bold the claim 
that never before has there been such a 
need for vigorous anti-trust enforcement, 
at the same time that it describes itself as 
“the only existing independent investigat- 
ing force skilled in the problems of the 
small business man, the farmer and the 


consumer.” 
* * * 


Mr. ARNOLD argues that his division 
should increase its vigilance, that never 
before was there a greater opportunity 
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for organized private industry to exploit 
the taxpayers, the unorganized farmers, 
unorganized independent businessmen, 
and unorganized consumers. 

* * * 
THE Administration’s enterprising trust 
buster, in playing up what he calls the 
lack of facilities by government defense 
agencies to investigate coercion and op- 
pression of small business, cites as typi- 
cal of the things under anti-trust scrutiny 
“the freezing out of independent busi- 
nessmen by combinations which seek to 
dominate the market.” 

+ . . 


THE anti-trust division, self-styled “in- 
dependent public defender of small busi- 


ness,” also boasts a well-trained staff to 
back up its place in the defense picture. 
It visualizes an open season ahead when 
the anti-monopoly laws will be in full 
effect instead of suspended as they were 
during World War I. 


* + 


To Mr. Arnold, sma!l business means 
any business which is unable to main- 
tain a Washington representative. The 


upshot is that it has set up two sub- 
divisions—a smal] business advisory sec- 
tion, and a farm section. Characterizing 
the job as “just commenced,” Mr. Arnold 
promises that the new machinery will give 
unorganized groups case-by-case repre- 
sentation in their difficulties. 


* * * 


Wiru the Administration’s price control 
bill facing an uncertain future in Con- 
gress, Mr. Arnold says the most impera- 
tive problem is to prevent runaway prices 
upon necessities including food, clothing, 
housing, fuel, drugs and medical sup- 
plies. His plan is to take these problems 
up one by one, purging any restraints of 
trade interfering with production and dis- 
tribution, and reducing price control to 
a minimum size. Presumably, the price 
control agency to be set up under the 
pending bill would then take over and 
use its price fixing power more effec- 
tively. 


x * * 


MR. ARNOLD calls it “significant” that 
big shortages today are in metals, while 
big price increases are in food and tex- 
tiles where shortages have not yet de- 
veloped. This outstanding fact, he says, 
proves that it is not shortages alone that 
are raising prices. He contends that it 
is the pyramiding of distribution costs by 
private groups in strategic positions that 
is creating most of the inflation in the 
necessities of life. 


Se &..@ 


CANADA’S Wartime Prices and Trade 
Board is distributing license application 
forms to persons and firms selling or han- 
dling food products, drugs, feed, cloth- 
ing, millinery, footwear or furs, pre- 
liminary to institution of the board’s new 
licensing plan. It was reported un- 
officially that the plan is likely to go into 
effect early in December. 

More than 200,000 dealers will be 
affected by the licensing program, in- 
tended to provide “the machinery for 
policing prices, for securing information 
necessary for the allocation of supplies 
in the event of shortages arising from 
dislocated shipping and other war con- 

[TURN TO PAGE 61, PLEASE] 
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SPRING 
COMES EARLY for SHOE MEN 


AND MARKET WEEK IN NEW YORK, OCTOBER 26-29, 
WILL ANSWER A LOT OF QUESTIONS FOR BUYERS 
WHO COME TO TOWN TO ATTEND ONE OR MORE OF 
THE FOUR SHOWINGS SCHEDULED FOR THAT WEEK. 


UNIQUE among shoe shows because it grew out of 
the spontaneous desire of merchants and buyers to visit 
their merchandise sources or contact their representatives 
Market Week in New York promises to be of unusual, 
interest this season because retailers are more eager 
than ever to know what styles and types of shoes manu- 
facturers will be showing in their lines for early Spring 
selling. They have been hearing a great deal about style 
simplification, the news from Washington sources has 
been emphasizing the desire of national defense agencies 
to conserve materials and production facilities, and mer- 
chants are naturally interested to know how much or 
how little all this will mean when translated into the 
actual merchandise which they will buy and sell. 

By common consent, the last week in October has 
been chosen this year for the annual Market Week in 
New York. The St. Louis Shoe Manufacturers Associa- 
tion will again stage its Introduction of Spring Foot- 
wear Fashions at the Commodore Hotel, and the show 
will be fully as comprehensive and interesting as the 
St. Louis shows staged in New York in previous seasons. 
Detailed announcement of plans for this showing ap- 
pears in the St. Louis market section elsewhere in this 
issue. 

From Oct. 26 to Oct. 29, inclusive, there will be a 
large number of shoe manufacturers showing their new 
lines at the Hotel McAlpin, New York. While this show- 
ing is not an organized affair, sponsored by any par- 
ticular association, the majority of the firms exhibiting 
will be from the New England states and from New 
York. 
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It has been announced that between 225 and 250 lines 
will be on display at this October show at the McAlpin, 
which is a popular hostelry among shoe travelers and 
retail shoe buyers. 


WHEN the Shoe Manufacturers’ Spring Opening at the 
Hotel New Yorker opens Sunday morning, Oct. 26, over 
300 lines of volume footwear from coast-to-coast will be 
ready for the early Spring buyers. Predominating in 
the style parade at this hotel will be the many manufac- 
turers exhibiting play shoes. The New Yorker will have 
ten floors devoted exclusively to the showing of Spring 
footwear. The largest number of men’s shoe factories 
ever to exhibit at this time of year will have over 50 lines 
on display. 

One of the attractive exhibits will be from the Old- 
town Indian reservation from Oldtown, Me. On the 
foyer of the fifth floor will be a miniature Indian reser- 
vation of Indian maidens, sewing Indian moccasins and 
weaving Indian baskets. One English shoe manufac- 
turer will display English shoes, including army, field 
and officer boots. 

Large buying groups, including the A.M.C., The 
Schiff Co., The May Stores, The National Department 
Stores, the P. Karl Co., Block’s and Butler’s, will buy 
in groups in Parlors A, B, C, D, E, F, G during the show. 

Over 500 shoe buyer reservations have been made at 
the hotel which is the largest advance shoe buyer reser- 
vations this show has ever had. Shoe factories are ex- 
hibiting from the following states: Massachusetts, New 
York, Missouri, Maine, New Hampshire, Pennsylvania, 
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Maryland, Ohio, Illinois, Wisconsin, Virginia, West Vir- 
ginia, Georgia, New Jersey, California, ‘and from 
England and Mexico. 

The Shoe Buyers’ Frolic this year will be held at 
Billy Rose’s Diamond Horseshoe, where Billy in person 
will greet the shoe men on the closing night. The Shoe 
Manufacturers’ Spring Opening is under the personal 
direction of Eugene A. Richardson of Boston. 


AT the Vanderbilt Hotel, a group of manufacturers of 
high quality women’s footwear will exhibit Oct. 27, 28 
and 29. This is an informal exhibition, although ar- 
ranged with the assistance of the Shoe Manufacturers’ 
Board of Trade of New York, Inc. It will not include 
the entire membership of the Board of Trade, some of 
whom will show their new styles in their own sample 





FOUR SHOWS 


at Hotel New Yorker. 


York, Inc., at Vanderbilt Hotel. 














Introduction of Spring Footwear Fashions of the St. Louis Shoe 
Manufacturers’ Association, Hotel Commodore. 


Shoe Manufacturers’ Spring Opening of volume footwear lines 


October Shoe Show from various markets, including a group of 
New England manufacturers, at Hotel McAlpin. 


informal showing by a group of quality shoe manufacturers ar- 
ranged by Shoe Manufacturers’ Board of Trade of Greater New 


rooms. I. Miller & Sons, for example, will exaibit their 
Spring line at the factory in Long Island City, and in 
accordance with their custom, will conduct a meeting 
of I. Miller dealers there on Monday, Oct. 27. At these 
meetings the style outlook for the coming season is 
presented and analyzed in a most comprehensive and 
interesting way. Some of the other quality manufac- 
turers will also exhibit at their sample rooms. 

While the Vanderbilt showing does not represent the 
entire group of manufacturers that formerly participated 
in the Shoe Fashion Guild showings, it does, neverthe- 
less, carry on the Guild tradition of a quality group 
showing, and at the same time it affords a rendezvous 
for those merchants and buyers who are interested 
primarily in lines of shoes representative of the higher 
price brackets. 





IN NEW YORK 
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In These Six Pumps and Stepins, Four 
Straps and Four Oxfords, We Give You 14 Sure 
Successes for Spring, Each One a Fresh 

- and Interesting Development of an Es- 


Drawings 
by ELLY NORDEN 














The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Give the Kids a Break! 


“SUF FER little children to come unto me,” is the text 
of a Scripture and we do no wrong in paraphrasing it: 
“Suffering children come unto us.” There is a new 
thought and a new movement in the field of children’s 
footwear that has within it all the revival and fervor 
of a crusade. Unknowingly, a Southern shoe man makes 
himself a martyr-disciple in the Cause. Let us quote 
from his letter : 

“I resigned my job because my firm wanted to change from 
a high grade to a cheaper line and I just couldn’t sell that kind 


of junk. They wanted speed and volume. Children’s shoes can’t 
be sold that way. ; 

“The owner of the business said: ‘Oh, stay for a while and 
try it and see how it works.’ 

“I replied: ‘Would you try vinegar in your coffee instead of 
sugar for a while?’ 

“He said: “Talk sense;’ and I: answered: “That's just what I 
am doing! I’ve never in my life fitted or served a child with 
anything other than the best and you can’t do that your new way.’ 

“My last piece of work in the store was a demonstration to 
him of what I meant. A child had been fitted to a 4B shoe and 
actually needed a 6AA; but because there were no sizes in 
stock, the shoe was misfitted. I said to the parent: “Your child’s 
feet are well on their way to ruin. You tell me that this child is 
cross and irritable and that you think she is sick. I tell you 
that it is not only the wrong size but the wrong shoes and where 
you think you have been saving money, you have been actually 
injuring your child to an extent greater than even you and | 
can ever tell.’ For that child needed a correction that could 
only be done on good shoes, in a good store. 

“So I threw up the job; and that’s that!” 

Well, there is such a thing as living up to one’s prin- 
ciples, come what may and my admiration for the man. 
He and many others get more in their pay envelope 
than wages. They get satisfactions for work well done. 
He will find work—in fact, has. 

There is a whole new school of study developing in 
this country in the field of child hygiene. Remember, 
children go through a period of tremendous change and 
growth in which every organ and tissue in the body is 
involved. If feet grow an extra size in six months or 
less, there is a need for a foot-understanding of pres- 
sures and pains and their effects on the body. One 
thing none of us seems to remember is that the heart 
nearly doubles in size between the ages of ten and 
seventeen. Young people need to be guarded against 
strain in this period. Foot strain is almost a contribu- 
tory factor to subnormal health, subnormal talent in 


school and subnormal activity at play and in the home. 
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Feet should be examined at regular and frequent inter- 
vals for size, pressure, etc. 

We are not asking for anything that can’t be done in 
shoe stores. What we do know is that it can’t be 
done over the counter. For that reason, the Boot 
AND SHOE REcoRDER, at its own expense, is distributing 
a placard reading: 

“A PLEDGE OF SERVICE: Growing feet deserve proper 
fitting. This store pledges . . . That every pair of children’s 
shoes we sell will be carefully fitted by a competent shoe 
fitter. Children in the ages of vigorous growth may show 
increases in foot length of a full size in a six months’ 
period. Shoes sold over the counter, without proper fitting, 
may cripple or injure the feet of growing Americans. 
Therefore, in this store, we do not sanction the sale of 
children’s shoes without proper measurement and - fitting.” 


(B. & S. 9/27/41) 

Now, if ever, is the time for such crusade in behalf 
of growing children. With the economic situation of 
parents improving the length and breadth of this coun- 
try, there is every reason for promoting the idea of good 
fitting, correct posture and particularly periodic check- 
ups of fitting. A post card should be sent to every 
customer three or four months after the sale has been 
made, stressing these points. 

We all know the mess that adults make of their feet 
and we charge it up to the ignorances of the period of 
their youth, when good lasts, good shapes and good 
We 
have reached a secondary period of such disinterest in 
children’s fitting. It is largely due to over-the-counter 
selling and the spirit of taking it for granted that in 
this busy radio-movie-mad world, that feet take care of 
themselves. They don’t! There is more carelessness in 
the cutting of the toe nails of children’s feet than there 
is among adults because, strange to relate, all of us are 
more interested in ourselves—and that goes for the 
modern glamour mother as well. 

This may be a strange preachment on the editor’s page 
but we mustn’t forget that there is a section of child 
service in footwear as great in pairage as the more 
lucrative feminine fashion field and that division needs 
more attention because it is one that can’t solve its own 
problems, itself. 

The feet of children are important if we are to have 
a stronger. better race for the days ahead. 


fitting attentions were not common in America. 
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IS YOUR TOWN OUR TOWN? 


See America’s fastest growing line...more 
new exclusive agencies than ever...all ac- 
counts report rapid progress. 
Store A—large Eastern city . . . 175% ahead 
Store B—small Midwestern city 80% ahead 
Store C—one of Ohio’s highest grade spe- 
cialty department stores going to town. 
(Names on request) 
See PHYSICAL CULTURE Mainliners. One 
pattern shown by many leading stores in 42 
leather and color combinations. 


Investigate the agency proposition for your city. 


PHYSICAL CULTURE SHOE COMPANY 
Division of The Selby Shoe Company + PORTSMOUTH, OHIO 
NEW YORK SALES OFFICE: 926-8 Marbridge Bidg. 

















































“BREAD and BUTTER” STYLES 
For CHILDREN ...- 


ee 


HERE ARE EIGHT BASIC TYPES—TRIED AND 

TESTED FASHIONS — WHICH WILL FORM 

THE BACKBONE OF YOUR CHILDREN'S 
BUSINESS FOR SPRING 


oe me 


Recorper has picked and illustrated on these pages the eight out- 
standing basic types which you will sell in your children’s depart- 
ments for Spring, and has brought them to you at the time when 
they'll do the most good—when you've first begun to think about 
Spring styles. We're ready to predict that the bulk of your business 
will be on these eight types—with variations, perhaps—for they're 
all tested fashions which have proved their rightness with the 
youngsters. 


Ps PLAIN TOE BLUCHER—This basic shoe, together with the Moc- 
casin oxford and the Buckle monk, reflects the military influence 
which has been important for a number of seasons and which, un- 
doubtedly, will continue in importance so long as America is think- 
ing in terms of military effort. You'll want these shoes in polished 
calf—shiny enough to pass for officer’s shoes; you'll want them in 
antiqued versions (when there is sufficient detailing on the shoe to 
stand out when antiqued) ; you'll want them treated with bootmaker 
finish for a higher polish than the antiqued versions. 


SADDLE OXFORD —This perennial favorite still maintains its place 
in the hearts of the youngsters. You'll sell it in combinations of cream 
and tan and cream and brown—hbecause of the scarcity of white 
leather; you'll sell it in pigskin with a smooth saddle; you'll find it 
extremely good as a basic, everyday shoe. 

KILTIE TONGUE —This is the shoe which fits in perfectly with 
plaids, with casual clothes. It has that slightly sloppy, floppy look 
which is the pride of school girls. And it’s right in line with the 
trend toward fullness in the vamp of the shoe—to kiltie tongues and 





turned-over tongues; to fringed effects. You'll want it in highly 
polished calf, in antiqued and bootmakered versions. 


NORWEGIAN MOCCASIN—In its classic form, on a very low 
heel with that important “hand sewn” look, the younger fry still love 
this casual version of the moccasin. You'll sell it in all-over cream; 
in antiqued or polished calf; in cream with combination; and most 
important in bright red. There are two modifications of the Nor- 
wegian moccasin which are important; one is with a laced front; 
the other with a low side buckle, deriving from the popular buckle 
monk. And remember to keep the heels low—6/8 to 7/8 is the height 
your young customers will be wanting—and it’s the height that’s 
smartest in this particular shoe. 


GHILLIE TIE—A few seasons ago saw the beginning of the return to 
favor of the ghillie tie. Now with increased emphasis on laced effects 
(ballet idea, espadrille), the ghillie has taken on added importance. 
Show it with a tongue; show models [TURN TO PAGE 57, PLEASE] 
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P ERSONALITY is a salesman’s greatest asset if prop- 


erly cultivated. It may be either repulsive or com- 
pellingly attractive. A repulsive personality may be 
caused by bad manners, an air of haughty superior- 
ity or an antagonistic attitude. A pleasing person- 
ality should be created by a warming smile (not a 
smirk), a generous desire to please, attractive man- 
ners and an individual air of friendliness. 


Daily we see many examples of salesmen who have . 


overcome serious personal and physical handicaps. Th: 
hunchback newsboy builds up a flourishing business 
with the sincerity of his smile and the quality of his 
service. Public sympathy does not contribute over- 
whelmingly to his success for, sorry for him as people 
might be, they would gradually drift away did he not 
subordinate his handicap to a pleasing, cheerful per- 
sonality and an aggressive, happy, individualized service. 

Beauty of face or figure will by no means suffice to 
win customers and create sales. The beautiful but dumb 
creatures are no match for the plain, neat salesgirl who 
has mastered the uses of her product and can give her 
customers intelligent information. Women often are at- 
tracted to a homely man, there is something about him 
—it may be the sincerity of the admiration in his eyes, it 
may be that attraction of opposites for opposites. Never- 
theless, a pleasing personality, a mastery of our subject 
and a sincere desire to give the best in us to the service 
of others, will build an enviable following. 
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SELL 








CHAPTER THIRTEEN 


Personality as a Sales Asset 


In the shoe business there are certain requisites for 
building up a following. First, we must be extremely neat 
{not gaudy) to make a pleasing, attractive appearance. 
Second, we must know our business thoroughly so there 
can be no question of our ability. We must know feet, 
fitting and shoes to the nth degree. We must be capable 
of impressing on the customer that we are past masters 
of our art. Third, we must be tactful salesmen, know- 
ing when to close the sale. Fourth, we must have, or 
acquire, a personal individuality that will impress 
people and attract repeat contacts. 

Thousands of people repeatedly buy from certain 
salespeople because they like them. Pinned down to a 
reason for their likes and dislikes in salespeople, many 
of them could not definitely state why they like or dis- 
like them. They are swayed by a combination of per- 
sonality, mannerisms, ability, tact and attitude. 

Personal magnetism is the ability to cause people to 
like you, to want to do business with you or just to be 
in your company. Manners may be either offensive or 

[TURN TO PAGE 57, PLEASE] 
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Make No Commitments Until You See 
Vitality’s Better-than-ever Line for '42 


ONcE more Vitality has come forth with a brilliant new line of 
fashion originals—more flattering, more youthful, more sales- 
appealing than ever before! For Vitality’s better-than-ever line for 
*42 is definitely the very /etest . . . in style, in design, in colors. 

So keep your eye out for the Vitality representative when he 
visits your territory . . . for right now Vitality’s merchandise- 
minded salesmen are laying plans for their cross-country visits to 
America’s shoe centers. They’ll bring you the latest news about 
Vitality’s 1942 national advertising campaign . . . about Vitality’s 
complete merchandising program . . . about the growing profit- 
value of the Vitality franchise. 

Remember, until you’ve seen Vitality’s better-than-ever line for 


spring and summer, 1942, you haven't seen anything! 


6, 
SHOES 


VITALITY SHOE COMPANY 
Division of international Shoe Company, St. Lovis, Mo. 


October 18, 1941 





No. 3056-1 

Top Line Treatment U. S. Pat. No. 2,240,816 
Black Elasticized Suede 

with trim of Genuine Natural Baby Python 
69 last 21/8 Flair Heel 


Provocative—of course—for Tweedies bring to your store 
superb and sophisticated styling, plus the comfort and beauty 
of an ingenious top line treatment. Tweedies are truly the 
“stand out” shoes in the high-style elasticized field. They will 
put a fresh fashion influence in your business. 


See our line at the 
Spring Showing of Footwear 
October 26th to 29th 
Commodore Hotel—New York City 


4% 
Rooms 903 and 905 : “a, we 





CHOICE SHOES FOR YOUR CHOICE CUSTOMERS 


TWEEDIE FOOTWEAR CORPORATION : JEFFERSON CITY, MISSOURI 
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A first glimpse of 1942 Spring shoe styles will be had at the Intro- 
duction of Spring Footwear Fashions in New York, October 26-29. 
Sponsored as heretofore by the St. Louis Shoe Manufacturers 
Association, this event will be the fourth seasonal opening to be 


held under one roof. Every style line in the St. Louis market will 


be displayed, and a number of high-grade concerns outside of the 
market will also exhibit their new lines at the Commodore Hotel. 
The 6th, 7th, 8th and 9th floors of this hotel have been set aside, 


exclusively, for the shoe exhibits. 


As on previous occasions all arrangements pertaining to display 
space, sleeping and railroad reservations, both for manufacturers 
and merchants, have been handled by A. M. Burton, secretary- 
manager of the St. Louis Shoe Manufacturers Association. Mr. 
Burton states that this season’s opening will prove exceptionally 


interesting. 


The usual amount of publicity and advertising is being done in 
promoting a good merchant attendance. The committee of St. Louis 
manufacturers in charge of this work is headed by L. K. Kane, of 
Boyd-Welsh, Inc. Other members of the committee are: William 
Milius, of Milius Shoe Co.; A. C. Fleener, of Blue Ribbon Shoe- 
makers; Al Scheu, of Hamilton-Scheu-Walsh Shoe Co., and M. R. 
Shaffer, of Winthrop Shoe Co. In addition, C. L. Hein, president 
of the St. Louis Shoe Manufacturers Association, is serving as an 


ex-officio member. 
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‘PRIORITY... 
No. 1 Requirement ... PROFIT! 


First consideration in your buying this Spring should be 
the line of shoes that will give you the longer mark-up you 
must have to meet tomorrow’s retailing problems... and 
this is where Quality should have all priority, to justify 
your increased profit and higher retail prices. 


This trend toward higher prices offers you a real oppor- 
tunity to build and strengthen one of your most valuable 
assets ... repeat business — by giving the greatest possible 
value in proportion to increased price. 


This same thought for YOU as our customer has been given 
all priority in designing and costing our Spring ’42 line. 


STYLED, CRAFTED and PRICED TO RETAIL PROFITABLY 
at $6% 


KANE, DUNHAM & KRAUS, 





Inc. ST. LOUIS 








St. Louis Lines Reflect 


Defense Program Influence 


St. Louis, Mo.—A look into the style 
departments and pattern houses of St. 
Louis while the new Spring lines of 
women’s shoes were being developed 
for the New York Openings, reveals 
once more the far-reaching effect of 
the defense program upon every phase 
of civilian production. Though women 
will still enjoy a chance to choose from 
a wide variety of types and patterns 
in high style footwear, the new lines 
do reflect the influence of the price and 
supply factors. St. Louis manufactur- 
ers are doing their best to keep prices 
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down and at the same time build sal- 
able shoes of materials on which they 
are reasonably certain of delivery. The 
new shoes are just as pretty but less 
complicated in design. 

As a whole, the new Spring patterns 
are lighter in feeling. Fresh and new 
top line treatments are much in evi- 
dence. But the big news in the Spring 
picture from this market is the upsurge 
of interest in the low-heel types. It 
looks now as though a much greater 
percentage of the high style volume 
will be done on low heels than last 
year. They include step-ins, cross 
straps, sandals, monks and T-straps 
with both open and closed backs. 


The walled last continues to grow 
especially in the 14/8 group. And there 
is still plenty of activity in the wedge 
and platform types. Late adoptions in- 
dicate fresh interest in 11/8 and 12/8 
heel heights, also 26/8 and 28/8 heel 
heights. 

Demand for calfskin shoes will con- 
tinue strong especially in the dressy 
types. Patent leather is also very much 
in evidence. It is seen trimmed in 
faille, bows and matching collars. In 
elasticized shoes, crushed kid holds an 
important place. In fact, it has grown 
in popularity since its introduction a 
year ago. Many stylists say crushed 
kid is really destined to go to town. 
Fabrics have been getting unusual at- 
tention. St. Louis shoe manufacturers 
always have done a good volume on 
these shoes; they are expected to be 
extremely important as the season pro- 
gresses. Alligator in the casual types 
will carry over into the first Spring 
run. 

Colors in the order of their impor- 
tance are black, blue, brown, tan and 
beige. 


Chicago Sales at 
Encouraging Level 


Cuicaco, ILL.—With varied versions 
of brown and some fabric shoes coming 
into the picture, the Fall retail shoe 
business is moving along at an encour- 
aging pace, according to retailers in 
the Chicago area. Excellent sales rec- 
ords are reported with business in 
nearly all quarters well ahead of last 
year. " 

Although black suede is the top sell- 
er, there is more interest in brown, 
especially in smooth leathers, than there 
has been in some time. The high pol- 
ished browns are selling extremely well 
and have received considerable atten- 
tion in promotions and window dis- 
plays. Chas. A. Stevens & Co. are 
featuring “Antique Turf Tan” as “an 
exciting new shoe color to wear with 
new Browns and Greens.” Walk-Over 
stores are promoting “Polished Tan,” 
described as a “radiant Tan Calf with 
a rich, hand-rubbed finish. And a shine 
like an officer’s boot.” The Stetson 
Shoe shop urges customers to purchase 
“calf-polished as an officer’s boots— 
That look of good leather, polished to a 
mellow glow—thank goodness the army 
has no ‘priority rights’ on this grand 
fashion.” 

Reptiles are receiving considerable 
attention with Field’s paying special 
attention to Amazon Lizard and Flor- 
sheim featuring “rare Kabara rep- 
tile.” All stores report excellent sales 
of polished alligator in brown, reds, 
and greens. 

Among the novelty shoes, nailhead 
versions are in particular demand in 
both the middle and higher price ranges. 
O’Connor & Goldberg have run a num- 
ber of promotions on them as have the 
Joseph Salon stores, the latter re- 
ferring to “Nailheads—Add Flattering 
Sparkle to the Newest Shoes.” 

There has also been an active inter- 
est in faille and gabardine, retailers 
report. 
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VELVET STEP’S “Shock-Absorber” Feature 


Cushions 


In the same way that a kitten’s velvety, padded 
paws cushion its every step, Velvet Step’s unique 
construction equalizes the jars and jolts of uneven 
surfaces. Velvet Step Shoes allow their wearers 


to walk comfortably, gracefully, buoyantly! 


the Feet 


Velvet Step, in addition to its shock-absorber 
construction, offers you beautiful, fashion-right 
styles and greater profit possibilities. See the 
new Spring line ... the Velvet Step representa- 


tives are on the road now. 


PETERS SHOE COMPANY + BRANCH: INTERNATIONAL SHOE COMPANY © SAINT LOUIS 
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NEW YORK 
OCTOBER 26, 27, 28, 29 


ROOMS 603-5-7 
WOLFF-TOBER ROOMS 700-1-3-5-7 


PARAMOUNT... . . . . ROOMS 916-39-34-36 
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peer twenty-ninth 


America’s Most Talked-of Line 


The spectacular Queen Quality, with its new policy of one price 
for all styles, is one of the most talked-of lines in America. 
Almost overnight, its brilliant styling and profit possibilities 
have awakened merchants everywhere to the opportunities 
to be found in the great name and the great line of Queen 
Quality Shoes. Don’t miss seeing these beautiful new styles! 


QUEEN QUALITY SHOE COMPANY: DIV: INTERNATIONAL SHOE COMPANY: SAINT LOUIS 
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Whether low heels or high heels—or 
the range between — there's an accurate 
interpretation in wood of a particular 
need in your Spring line. 

Lasts styled to the mode 


Accurately graded 
Carefully produced 


See our latest creations on display October 26, 27, 
28, 29 at the Hotel New Yorker, Room 815, or visit 
our Style Studio, Marbridge Building 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


October 18, 1941 





“THE BREASTLOCK HEEL 
REPRESENTS AN 
OUTSTANDING STYLE 
CONTRIBUTION 

TO WOMEN’S SHOES” 











FRED W. MEARS HEEL CO., Inc. 


Sales Offices — St. Lovis, Mo. — Columbus, Ohio — Lawrence, Mass. 
Associated company — DOMINION WOOD HEEL Corp. Limited, Montreal, Que, 
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SHOES HAVE 
ALL THE ANSWERS... 


Get Them During New York Style Show 
October 26-29—Rooms 804 to 806 
Hotel New Yorker 


OOKING for a line that will sell all the girls from tiny 
tot to campus coed? Looking for a line that has the 












smartest merchandisers of children's shoes excited about 






its sparkle style and pep? Looking for a proven fitting 
formula that you can believe in yourself, and sell your 
customers with confidence? Then by all means see Polly- 
anna, the line that has everything, brighter this year with 
many attractive patterns in patent leather, tan and white 
combinations, elasticized, and play shoes with opened 
toes and shanks. 












NOW, Pollyanna brings you Junior Miss, a new line of 









































































~ lasts for the profit important young lady between 9 and 
12 years, with a foot size of 3 to 7. Yes, you can fit this 
THE SANITIZED PROCESS important part of your girls’ business with attractive, 
—New note in personal 
Sa thas a Se smart looking shoes, the kind she'll wear. Here's proof 
college girls and mothers . 
of desing, “co lt of Pollyanna's progress. 
cis ax led ane Key to Pollyanna's Distinctive Features 
tends to kill perspiration 
odors and athlete's foot. ; 
Room 
. 
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Mei: SWadou Shoe Ro. Pence PENNSYLVANIA 


New York Office, Marbridge Building, Rooms 612-614 
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OTHER PEOPLE’S IDEAS 


by JOHN F. W. ANDERSON 


Double Check 


In the Lewis & Reilly Shoe Store in 
Scranton, Pa., they believe that shoes 
should not only be sold but should 
also be fitted. Accordingly, when they 
sell a pair of children’s shoes over the 
counter to a customer, they paste a 
sticker marked NF (not fitted) inside 
the shoe. Then when a mother brings a 
pair of shoes back to the store with 
the complaint that the shoes do not 
fit, if there is a NF sticker inside the 
shoe, she has no justifiable reason for 


adjustment. 
a a * 


Lost Sale 


In order to keep track of the effi- 
ciency of his salesmen and the re- 
quests of his customers, a Colorado 
retailer had special blanks, size of 
half a letterhead, made up to keep a 
permanent check on sales that are lost 
and the reason why. 


LOST SALE is printed in large 
type at the top of the statement. Be- 
low reads, “Today had call for:” with 
ample space not only for the style of 
shoe, size, where advertised, color, ma- 
terial, etc. 

These blanks are kept alongside 
the cash register and are filled out 
immediately after a “lost” customer 
leaves the store. 

The first thing in the morning, the 
proprietor runs through the forms 
turned in and confers with salesmen 
on various merchandise requests. Fre- 
quently, he places orders on these re- 
quests (judged by the number) that 
look like “Hot Items.” Daily follow- 
ups are sent on items ordered which 
have not arrived-by time stock is ex- 
hausted. Special orders are put 
through by customers who have 
signed these orders as evidence that 
they really want to buy the shoes 
when delivered. Here is a sample of 


the LOST SALE form: 





Today had call for:— 








LOST SALE! 


COULD NOT DELIVER ACCOUNT NO STOCK 


DATE_ 








Lost sale blanks like this serve as a check on the efficiency of the sales staff. 


Increases Within Reason 


After a recent sales meeting, one of 
the leading manufacturers of men’s, 
women’s and children’s shoes in the 
country, reported that the opinion of 
its retail dealers can be summarized 
about as follows: 

“Maintain present “standards of fit, 
quality and comfort, and hold price 
increases to whatever minimum can 
be justified by the rising costs of 
manufacture.” 

a * * 


Reap in the Profits 


At this season of the year many 
retailers find that a real old fashioned 
harvest window really warms the 
hearts of their customers. A window 
complete with farm bench or wheel 
barrow, pumpkins, corn stalks, bas- 
kets of Fall vegetables, apples and 
autumn leaves. This type of window 
should be especially effective this year 
with saddle leather and highly pol- 
ished, rich leather shoes. In fact the 
warmth of a harvest scene may go a 
long way to loosen up your custom- 
ers’ purse strings. 


 -. & 


In the Interests of Good 
Business 

We suggest that write to the House- 
hold Finance Corp., 919 N. Michigan 
Avenue, Chicago, Ill., for a copy of 
their booklet “Accounts Receivable 
Systems for Small Stores,” describ- 
ing the many different systems which 
can be posted by hand or by simple, 
low-cost machines. If you have any 
problems along this line this booklet 
should be useful to you. 
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KID ...famous fer its smooth glove- 
t qualities...is mow even snugger 


= 
i 


fitting and smarter looking, thanks to 


~ 


VERY woman loves kid, most beautiful 
E of all leathers. Now through the ingen- 
uity of eight of the nation’s leading kid tanners 
working in cooperation with Alfred Vamos, in- 
ventor of stretchable shoes, this lovely leather 
provides Miladi with a gently stretching shoe 
which clothes her foot with the same snug fit 


will be the outstanding vogue for 1942, and 
nothing will fit better into that picture than 
the simple lines of the stretchable kid shoes 
which are now being made by America’s lead- 
ing shoe manufacturers. They have named this 
new addition to the family of stretchable 
leathers “LASTI-KID” and it is available in, 
smooth or glazed kid and in all colors. 

Kid is not only the most beautiful of leathers, 
but it has other virtues. It gives increased 
comfort because it is softer and more porous. 
Moreover, as every woman knows, it gives 
that tailored look which is so desired with the 


KIDSKIN GROUP 


Cc. £&. NELSON 
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Surveys Campus Footwear 
Trends in Advance 


By Ropert LATIMER 


St. Louis—Shoe retailers who each Summer begin to 
wonder whether or not they’re stocking the correct 
kind of footwear for the annual back-to-school program, 
when thousands of youngsters trek off to college, might 
find the answer to the problem in a novel questionnair: 
campaign which Stix-Baer-Fuller, St. Louis, developed 
in 1940 and used again this year. 

Instead of banking on the newness and collegiate de- 
sign of wedgies, playshoes, saddle types, oxfords and 
pumps to sell on their eye-appeal merits, the three 
women’s shoe departments of this leading Missouri de- 
partment store went out after the correct information 
in black-and-white, written by future footwear custom- 
ers, and used resultant facts in purchasing. As a re- 
sult, the store last year enjoyed its best volume on col- 
legiate footwear in several years. 

Such information was obtained through a novel 
“questionnaire” covering all styles in each bracket of 
apparel for the 1940 college-opening season, with 42 
questions involving everything from the basic color 
around which the undergraduate planned to build her 
Fall wardrobe to the price she intended to pay for va- 
rious types of shoes, and how many of the latter she in- 
tended to purchase. She was asked to state what her 
favorite sports were, how she spent the greater part of 
her “date” hours, and what styles she was most inter- 
ested in to replace those of the year before. Finally, 
the questionnaire asked that the completed form be got- 
ten back into the store in time to permit buyers of vari- 
ous departments concerned to make use of the informa- 
tion involved on their Fall buying trips. 

Questions made up by the mangements of the wo- 
men’s shoe department, College Shop and Junior Shop 
were submitted to the fashion office, which handled the 
questionnaire distribution, and checked by the mer- 
chandise office as well. No question was a direct “yes or 
no” type, but instead, asked for colors, styles, etce.— 
questions which tended to naturally urge the recipient 
to speak her mind on each subject. The 42 questions 
were divided into classifications which made it simple 
for the undergraduate to take each part of her ward- 
robe in turn, and to do a complete job of answering it. 

Of 1500 questionnaires mailed to college girls, 1500 
to high school girls and 1000 to business girls of St. 
Louis, the store received an average of 121 returns for 
125 issued—or 94 per cent returns. This was made 
possible by a novel distribution system, which utilized 
girls employed by the store during the August back-to- 
school season in the College Shop. Each of these young 
ladies saw to it that the questionnaires were answered 
and returned from 33 colleges involved. High school 
answers were insured by using members of a sub-deb 
club maintained by Stix-Baer-Fuller in the same way. 

The questionnaires, done on bond paper with a mim- 

[TURN TO PAGE 75, PLEASE] 
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~~ | He won't wear any shoes but MATRIX! 
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If you want to keep competition from selling 


your customers, fit those customers in Matrix Shoes! 


Stores that we'll name, if you ask us, tell us that once a 
10 
. man buys Matrix, 75% to 95% of the time he becomes a 


er- , 
steady Matrix customer. 


ey \ Now, when it’s easier to get customers for better shoes, 
Hd be sure you keep them by selling them Matrix. Write for 
details of the Matrix plan for getting you more better shoe 


00 business—and keeping it. 


le THE HOUSE OF HEYWOOD & Sl 
a . 


od . 
70 Winter Street + Worcester, Mass. Ay 


od 
Men’s Fine Shoemakers for Over Seventy-Seven Years 
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) my JIS SURPASS BLACK 
SURE (8 A POPULAR GAk 


1. She’s a reigning favorite with the 
smart set, this Surpass glamour 
Kid, and her popularity is evident 
wherever well dressed women 
gather, whether it be luncheon, tea 
or bridge. She’s popular, and so 
in demand that she spends every 
minute of the day noting down her 
appointments in her date book. 


.. AND 
SNES KEEPING All 
WER APPOINTMENTS THIS FALL 


2. But, she’s so vital, 
so alive, so depend- 
able that she manages 
to keep her every ap- 
pointment promptly, 
and always look her 
usual “million.” 


ae DEPENDABLE is the word; that’s why 
Surpass is the friend of manufacturer and 
retailer alike. Its rich surface and uniform 


texture in both black and colors make the 
exceptional looking shoes that are moving so 
fast from retailers’ shelves these days. But, 
she’s doubly a favorite today because, in spite 
of her popularity, she is available in quanti- 
ties, weights and colors that take headaches 
out of production and selling — thanks to 
Surpass intelligent planning and buying. 
This dependability of source of supply adds 
new meaning to Surpass Service, long famous 
for Surpass Black, Blue and Brown Glazed 
Kid, Black Suede Kid, Surpass Kid Linings, 
Genuine Capre and Surpass tanned Kangaroo. 


SORPASS LEATHER COMPANY 


9th & WESTMORELAND STREETS 


PHILADELPHIA, PA. 
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Practical Pointers on How to Sell Shoes 


[CONTINUED FROM PAGE 32] 


.ttractive to others. Cultivate manners 
hat will attract favorable interest. The 

way you handle a shoe may be offensive 
to many people. Do you remove their 
old shoes and throw them on the floor 
with an air of disgust or do you take 
them off with care and place them up- 
right near the fitting stool? Remember, 
the old shoe was once a momentous 
choice and as such is worthy of a com- 
pliment on its quality and the wisdom 
which caused its purchase. Flatter the 
child and you flatter the parent. Give 
the old shoe a break and your generosity 
will get you a break with its owner. 
The ability to do this tactfully without 
overdoing it is an asset in shoe selling. 

Let your attitude toward your cus- 
tomer at all times, even under trying 
circumstances, be such that he or she 
will be sincerely glad to have had an 
opportunity to know you. Study your 
manners as carefully as you would a 
course in psychology. Pluck out all 
actions that might be offensive to sensi- 
tive natures. Practice the art of balanc- 
ing a shoe to show off all its fine quali- 
ties and concentrate attention on them. 
Remember, only when you can make 
people forget themselves and their pet 
peeves will your work create enthusias. 
tic applause in sales. 

The closing of a sale is not sufficient 
in itself. Close it in a manner that will 
cause repeat visits by particular buyers. 

Guard your individuality with all the 
power at your command. Your in- 
dividual manners, if they are pleasing 
and convincing, are your stock-in-trade. 


They cause you to stand out from the 
crowd. They are what causes people 
to like you. Let no sales manager 
divorce you from yourself. Do not be 
regimented into the stock phrase, “May 
I help you?” There are as many indi- 
vidual methods of greeting a customer 
as there are customers to greet. Your 
eyes, your actions, your manner of ap- 
proach all bear their part in breaking 
down resistance and cementing friend- 
ship. 

If you lose sales, it’s your fault. Your 
manager may tell you what to sell and 
how to sell it, but the method of that 
selling is your own. Cultivate within 
yourself the ability to draw people to 
you. People may be drawn to you by 
the very things you are trying to dis- 
guise. If you have a pleasant brogue, 
don’t overdo it, but it may be the very 
thing that opens people’s hearts to you. 
A Southern drawl, a Western dialect, a 
Northern accent all have their atten- 
tion-compelling interest. 

The very action of fondling a shoe as 
if it were a special friend, centers at- 
tention upon it and causes the observer 
to admire it. It is a natural human 
trait to admire the things that others 
admire. Careless handling of merchan- 
dise belittles it in the eyes of others. 
Cultivate and perfect likeable traits, 
both in bearing and in the handling of 
footwear, and you will attract admira- 
tion for the object you so glowingly 
describe. Transform your personality 
into an individuality that will carry 
you to successful shoe selling. 





“Bread and Butter” Styles 
For Children 
[CONTINUED FROM PAGE 31] 


that are tongueless. But be sure to keep 
them soft, light and comfortable. 


BAREFOOT SANDAL — This year’s 
sandal features either a closed-up or a 
very open look. Which means you'll sell 
it either in closed-toe versions or with a 
front which is extremely open (open 
front rather than open toe effect). And, 
by way of decoration, pinking and per- 
forations show up beautifully on these 
models, making shoes for tots which are 
every bit as interesting and as attrac- 
tive as mother’s. 


Shoe Stores Sponsor 


Tournament 


SEATTLE, WasSH.— Nordstrom’s shoe 
store of the university district and the 
Buster Brown shoe store of that section 
of this city are sponsoring a Fall 
“Hole-in-One Golf Tournament,” of- 
fering prizes for both men and women 
making the difficult golf shot at the 
Stadium Golf & Driving Range of the 
university section. 
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Don’t Forget Travelers’ 
Dinner—October 28 


New York—The annual Fall Frolic 
of the Boot and Shoe Travelers Asso- 
ciation of New York, to be held on the 
second evening of the Spring Openings, 
here, October 28, at the Hotel Roose- 
velt, promises to be a gala affair. These 
events are always a sellout with several 
hundred shoe men in attendance and 
this coming evening promises to be no 
different. 

Following dinner in the main ball- 
room of the hotel, a variety program of 
outstanding personalities from stage 
and radio will be presented. 

“Charlie” Havranck, secretary of the 
association, promises a “swell show” 
and urges all shoe men who plan to 
attend the affair to get their reserva- 
tions in early. 


Remodel Netboy’s, Inc. 


EVANSTON, ILL.—Netboy’s, Inc., shoe 
store at 806 Davis Street, has recently 


been remodeled. New show cases und | 


new carpeting have been installed and 
a new entrance erected. Leon Netboy 
is manager. 











“The Kind Of Job 
I've Always Wanted” 


says 
Mr. W. E. Bancke 
MANAGER 


HEALTH SPOT SHOE SHOP 
2934 Colby Ave. 
EVERETT, WASH. 


It is no wonder that Mr, Bancke 
is so enthusiastic and happy, 
giving the best he has to the 
job, for he is well rewarded for 
his efforts. 


As he builds up the store’s vol- 
ume consistently, month after 
month, he increases his own in- 
come (based on a regular salary 
and a liberal share of the 
profits). 


When Mr. Bancke joined the 
Health Spot organization, he 
had behind him years of expe- 
rience and knowledge, which he 
is putting to good use. 

There are others like Mr. 
Bancke who, because of their 
rich experience and ability to 
sell, are enjoying tremendous 
success operating Health Spot 
Shoe Shops. 

As new Health Spot Shoe Shops 
are opened, there is an oppor- 
tunity for men over 40, with a 
lot of retail shoe selling expe- 
rience, to create good jobs for 
themselves. 


MEN WANTED 


Send for an ———- blank 
today if this profit-sharing plan 
appeals to you. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 














ln a “success-story” stepin with an exceptionally grace- 


ful d’orsay line, its beauty enhanced by the smooth encircle- 
ment of a Darleen-elasticized faille “collar” which hugs the 
foot without a wrinkle. This perfect-fitting shoe, which 


keeps its shape through repeated flexing, is being shown in 


| . . . 
elasticized with patent for Spring; as is the Laird-Schober star pump whose 


©) oslo V-throat has also been made possible by the smooth fit of 


sot espa Darleen-elasticized faille. 
Darleen-elasticized shoe fabrics distributed by 
PALATINE.-CORP. © 357 FOURTH AVENUE, NEW YORK 
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Service Shoe Bids to Be Reopened 





Quartermaster Depot Asks for Bids on Remainder of Million- 
Pair Order Recently Rescinded—300,000 Pairs Each 
of Leather and Composition Soles to Be Bought 


Boston, Mass.—To make up for the 
difference between the 400,000 pairs of 
service shoes ordered recently by the 
United States Army and the 1,000,000 
pairs the purchase of which had been 
contemplated at that time, contracts 
for 600,000 pairs are to be awarded 
soon, it has been announced at the local 
Quartermaster Depot. Bids on this 
quantity will be opened October 21. 

Previous bid invitations have asked 
for bids on leather-soled shoes and 
alternate bids on shoes with composi- 
tion soles. The current invitation, how- 
ever, makes it clear that 300,000 pairs 
of each type are to be bought; and it 
is further stipulated that, in bidding on 
the composition-soled shoes, the bidder 
specify whether he expects to use the 
cord-on-end type of sole or the cross 
laminated. Final and complete delivery 
is required before Dec. 31 and awards 
to any one bidder cannot exceed 150,000 
pairs. The minimum acceptable bid is 
25,000. 

On Oct. 16, bids are to be opened on 
one lot of 1800 pairs of rubber arctics 
for army nurses. Six hundred and 
fifty thousand pairs of these rubber 
arctics, for use by the regular army, 
have been bought in the open market, 
the contractors being: 

Converse Rubber Co., 32500 pairs at 
$2.28 per pair: Goodyear Footwear Cor- 
poration, 32.500 at $2.29; Goodyear 
Rubber Co., 32.500 at $2.31; Hood Rub- 
ber Co., 130,000 at $2.32; United States 
Rubber Co., 266,500 at $2.34; Tyer 
Rubber Co.. 32,382 at $2.88; LaCrosse 
Rubber Mills €o., 30,000 at $2.38: Endi- 
cott-Johnson Corporation, 23,364 at 
$2.38; Cambridge Rubber Co., 24,754 
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at $2.38; and Servus Rubber Co., 45,- 
500 at $2.41. 

Other open-market purchases include 
11,860 pairs of service shoe lasts at a 
flat price of $1.65, the lot being fairly 
evenly divided among Arnold Bros. Last 
Co,, George E. Belcher Last Co., Daetsch 
& Woodard Last Co., United Last Co. 
(Brockton plant), McNichol & Taylor, 
Inc., United Last Co. (Lawrence plant), 
Vulean Last Co., and Woodard & 
Wright Last Co. Two of these compa- 
nies—United Last Co. and George E. 
Belcher Last Co.—also have divided 
between them the contract to make 
1272 pairs of garrison shoe lasts at a 
price per pair of $1.68. 

Other open market purchases include 
24,000 pairs of garrison shoes and 
5304 pairs of black leather oxfords for 
army nurses—the former contract go- 
ing to the Ansin Shoe Manufacturing 
Co. at $3.63, and the latter to Huth & 
James Shoe Co., at $2.39. 


Nunn-Bush Holds 
Sales Meeting 


MILWAUKEE, Wis.—The Nunn-Bush 
Shoe Company held its seasonal sales 
meeting for a three-day period from 
September 30 through October 2 at the 
factory headquarters. At that time the 
new Spring line of shoes was presented 
to the salesmen by Donald Bartley, 
stylist. J. C. Johnson, sales manager, 
conducted the meeting, with 28 men in 
attendance. A banquet on Thursday 
night at the Schroeder hotel concluded 
the meeting and the men are now on 
the road with the new shoes. 


SATURDAY® 
OCTOBER 18, 1941 ° 


40-Cent Minimum for 
Shoe Industry Approved 


WASHINGTON, D. C.—An order estab- 
lishing a 40-cent minimum wage in the 
shoe industry on and after November 
3 will be issued shortly, General Philip 
B. Fleming, Administrator of the Wage 
and Hour Division, U. 8S. Department 
of Labor, recently announced. 

The order will increase the hourly 
wage rate of about 96,000 workers. 
More than 250,000 workers are em- 
ployed in the industry as defined for 
the purposes of fixing the minimum 
wage. This definition also includes the 
manufacture of cut stock and findings. 
The industry has been operating under 
a 35 cent-an-hour minimum wage or- 
der since April 29, 1940. 

The 96,000 workers in the industry 
(the majority of them women) now 
earning less than 40 cents an hour are 
located as follows: New England, 36,- 
000; Middle West, 24,000; Middle At- 
lantic States, 30,000; Southern States, 
5000. 

The 40-cent minimum rate, the high- 
est which can be established under the 
Federal Wage and Hour Law, was rec- 
ommended by a committee under the 
chairmanship of Msgr. Francis J. Haas 
of Catholic University on August 25. 
The committee which investigated eco- 
nomic and competitive conditions in the 
industry was comprised equally of rep- 
resentatives of the employers, em- 
ployees and the public. 


Presented With Watch 


MILWAUKEE, W1s.—Employees of the 
Herbst Shoe Co., here, waited until 
September to show their appreciation 
to Carl W. Herbst, superintendent with 
the firm for 17 years until his retire- 
ment in July, by presenting him with a 
white gold watch at a surprise dinner 
and entertainment. 
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“An Added 
W.L. KREIDER 
VALUE!” 


says the announcement in this hand- 
some new Catalog of W. L. Kreider’s 
Sons Mfg. Co., Inc., about 


FL@yap 


And it goes on to say: 


“The majority of our shoes 
are now being lined with 
FLEXNAP, the modern, 
scientifically processed 
vamp lining that assures 
better wearing, more com- 
fortable shoes by keeping 
the active foot cooler and 
dryer. FLEXNAP pro- 
duces a smooth, soft, up- 
standing vamp; does not 
come loose or bunch up to 
cause blisters or rub skin 
raw. FLEXNAP is spe- 
cially processed to retard 
perspiration rot and 
mildew.” 


Are you, too, cashing in on these 
powerful FLEXNAP selling points 
that apply to men’s and women’s as 
well as to children’s shoes? Write 
for new booklet containing the 
whole story on FLEXNAP and how 
it helps sell shoes. 


WwW. 3S. LISBEY 
COMPANY 


LEWISTON e MAINE 





Childhood Character Juvenile Shop Theme 


The children's section of the shoe department of Loveman, Joseph & Loeb, 
Birmingham, Ala. 


BIRMINGHAM, ALA.—Robin Hood is 
the fanciful character who looks down 
from seven different artistic panels in 
the new children’s room, part of the 
shoe department of Loveman, Joseph 
and Loeb’s, on Nineteenth Street, here. 
This room was planned six months in 
advance of its opening; two weeks be- 
fore the date set for the beginning of 
the ’41-’42 school term, it was in opera- 
tion and beautifully fitted to take care 
of growing feet. 


A. Y. GOLDBERG 


A. Y. Goldberg, general shoe buyer, 
and his assistant, Hal Snow, remem- 
bering that children sometimes seem 
to be restless and ill at ease where 
there are many grown-ups trying on 
shoes in nearby seats, and uncomfor- 
tably conscious of a grown-up audience, 
designed this room as a juvenile world 
in itself, with red leather and chro- 
mium chairs and foot rests in chil- 
dren’s size. They conceived the idea of 
making Robin Hood the central idea in 
decorations for the walls. 


The room is paneled in plywood; 


ivory with red trim. The illustrations, 
selected from a book of stories about 
Robin Hood, were drawn in pencil on 
a fabricated wood, painted with poster 
paint and then cut out and mounted on 
the panels. This gives a very pleasing 
bas relief effect. 

There is Robin Hood with his bow 
and arrows and quarter staff, Robin 
Hood conferring with the friar, the 
doughty: fighter crossing swords with 
his opponent, and towering over his 
conquered enemy. On one panel he is 
seen riding on Friar Tuck’s back, and 
on another with bugle, ready to call 
his men together. The moulding around 
the edges of these picture panels and 
their division lines are a soft blue. The 
lettering is in red and blue. A powder 
blue Wilton rug completes a color 
scheme that seems to radiate cheerful- 
ness and makes the young customers 
and their mothers feel at ease. 


From Fill-In to Head Man 


JASPER, IND. — Johnny MacDonald, 
who has been in the employ of the 
Miller-Jones shoe store here for the 
past two years, has been promoted to 
manager of the store at Murfreesboro, 
Tenn. Mr. MacDonald has been acting 
as relief man for several years of the 
Miller-Jones stores during the Summer 
vacation months and made such an im- 
pression on the home office that the 
company decided to give him the man- 
agement of a store. 


Allyn Heads Community 
Fund Division 


CuicaGgo, Inu.—M. K. Allyn, district 
director of the Thom McAn Shoe Stores, 
is chairman of the shoes division of 
Chicago’s 1941 Community Fund cam- 
paign. 
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Washington News Reel 
[CONTINUED FROM PAGE 22] 


itions, or the necessity of curtailing 
iomestic consumption to meet emer- 
cency demands from Great Britain or 
he Allies.” 

Announcement that license forms will 
vo out early next month disclosed that 
ach dealer affected will be given a 
:pecial license transfer which must be 
affixed to the glass of the main entrance 
to his place of business, or to a window 
adjoining the main door. 

After the license application forms 
have been sent to C. R. Morphy, direc- 
tor of licensing for the prices and trade 
board, the board’s records division will 
make a paramount record of the license 
and send the applicant a license identi- 
fication card and the window license 
transfer. Each lincensee will be re- 
quired to carry his license number on 
all invoices, jobbers’ sales slips and 
orders for merchandise. 

Any person or firm subject to this 
licensing order will not be permitted 
to buy goods for resale unless he has 
secured his license. Manufacturers, 
importers and processors similarly will 
have to carry their license numbers on 
all invoices and other business forms 
going to wholesalers, jobbers or re- 
tailers. 

Licenses will be renewed each six 
months. License identification cards 
and window transfers are of uniform 
color and will be changed half yearly. 
It will not be necessary for a licensed 
person or firm to make application for 
renewal. At the end of each six months 
he will automatically receive a renewal 
of both license identification card*and 
window transfer. 

*” 7 * 


Members of OPA’s consumer division 
are crowing over several instances 
where consumer protests are said to be 
increasingly effective in keeping prices 
from advancing unjustifiably and goug- 
ing a hole in the family budget. The 
division is trying to organize consumers 
on a scale never equaled ‘ore, and 
anxiously looks for more news like this: 

Protests against the high-cost-of-liv- 
ing reaching the Governor of West 
Virginia, prompted state officials to un- 
cover a long-forgotten law empowering 
the state to regulate and supervise 
public food markets; the Mayor of 
Lawrence, Mass., acted on complaints 
of rent increases, threatened to increase 
real estate tax assessments; a three- 
man committee in Chicago is holding 
public hearings on “the alarming trend” 
of rising prices and rentals. 


Wedding Bells for 
Shoe Store Manager 


PortsMouTH, N. H.—Miss Ernestine 
Buker, manager of Walter’s Shoe Store 
in Salem, Mass., became the bride of 
Ronald R. Gibson of Allston, Mass., in 
a-€eremony at the home of the bride’s 
parénts in this city. The bridegroom 
is a Boston radio technician. 


October 18, 1941 
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Committees Appointed for 
Indiana Buyers’ Week 


INDIANAPOLIS, IND.—R. F. Grosskopf, 
manager of the nineteenth Annual Shoe 
Buyers’ Week, sponsored by the Indi- 
ana Shoe Travelers’ Association, to be 
held in the Claypool Hotel, here, No- 
vember 30, December 1 and 2, has ap- 
pointed the following committees to 
serve: R. F. Grosskopf, manager, 
assisted by Frank M. Brown. A. F. Mc- 
Cord, registration and tickets; E. P. 
Bayless, directory; Joe Warrander, 
room signs; Ed Johnson, door prizes, 
and E. C. Smeltzer, membership. 

Reception committee: Charles Gross- 
man, chairman, assisted by Clarence 
Dean, Morris Goldberg, Michael Gill- 
man and John C. Honacker. Publicity 
committee: George L. Tovey, chair- 
man, Arthur K. Joyce and P. Stern. 
Banquet and Entertainment: Jack 
Newcomb, chairman, Clarence A. Partee 
and Ralph A. Baker. Style Show: H. 
H. Smeltzer, chairman, and H. Thomp- 
son. Ladies Reception Committee: 
Mrs. George Sennhauser, chairman, 
Mrs. Wm. E. Ratcliffe, Mrs. Edward 
Bayless, Mrs. Frank M. Brown and 
Mrs. O. F. Klauss. 

Four floors of the hotel are being re- 
served for display rooms for the three- 
day event, and already inquiries are 
being received from manufacturers in 
different sections of the country for 
rates and reservations. 


William M. Biddle 
Joins Vulcan 


PoRTSMOUTH, OHIO—Harry W. Dar- 
ragh, vice-president of the Vulcan Cor- 
poration, here, announced recently that 
William M. Biddle, well-known model 
maker, has joined the Vulcan staff in 


WILLIAM M. BIDDLE 


its sales development department. Mr. 
Biddle, whose wide experience in last 
making covers many years, wiil operate 


“NEW BUSINESS HAS COME IN— 
ATTRACTED BY APPEARANCE ALONE” 


Thompson, Boland & Lee, Atlanta, say *‘‘... our 
new store front has been more than satisfactory 
...we consider it a most profitable investment. 
New business has come in, attracted by appear- 
ance alone. Glass breakage has not troubled us, 
and we feel secure against it. We can hold our own 
against competition.’’ You can get equally profit- 
able results with a new Kawneer Store Front. Right 
now is the time! Send for free illustrated booklet. 


Kawneer 
STORE FRONTS 


COUPON BRINGS YOU 
BOOKLET ON NEW STORE 


ILLUSTRATED 
FRONTS 


SS SS AR SRY 
* 


The Kawneer Company, Niles, Michigan 


Please send free copy of your new illustrated store front 
i booklet. 


B-4 
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from Vulcan’s New York office and 
will be on call to serve Vulcan’s cus- 
tomers all over the country. The Vul- 
can Corporation has offices and model 
studios in New York at 19 West 34th 
Street and in Philadelphia in the Wil- 
ford Building, 33d and Arch Streets. 


Shoe Manager Named 
Defense Stamp Chairman 


MraMI, Fia.—Robert E. Gallagher, 
manager of the Lorraine Children’s 
Bootery and president of the Miami 
Retail Merchants Association, was ap- 
pointed chairman of the trade division 
to promote the sale of defense stamps 
and bonds. The co-operation of all 
merchants was splendid and the re- 
sults of the campaign were most suc- 
cessful as the Miami post office showed 
a 66 per cent gain over the preceding 
week on these stamps and bonds. 


New Shoe Department Opened 


Eusin, Itu.—The Nobil Shoe Com- 
pany of Akron, Ohio, has opened a shoe 
department in the Block & Kuhl de- 
partment store in Elgin. 

The manager, Maurice Waldman, 
was formerly with Wolf & Desauer, 
Fort Wayne, Ind. The department is 
under the supervision of Bernard S. 
Goldfarb. 
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Program for Tanner’s Meeting 
tu Chicago, October 23-24 


New York — Tanners’ Council of 
merica has announced the program 
f its 25th annual meeting to be held 
October 28 and 24 at the Hotel Stevens, 
Chicago. The program is as follows: 


Wednesday, October 22 
1.00 p. m.—Bag & Strap Group. 
5.30 p. m.— Divisional Directors— 
Nominating Committee. 


7.00 p. m.—Board of Directors An- 
nual Dinner. 


Thursday, October 23 


9.00 a. m.—Registration. 
10.00 a. m.—Round Table. 


Consumption and Supply of Hides, 
Skins and Leather 

Chairman—E. W. Pervere, Howes 
Bros. Co. 

Speakers—I. R. Glass, Economist, 
Tanners’ Council; J. G. Schnitzer. U. 
S. Department of Commerce. 

11.00 a. m.—Round Table. 


Operation of the Priorities System 

Chairman—F. Albert Hayes, Pres. 
National Assn. of Purch. Agents. 

Speaker—Mason Mangin, Division of 
Priorities, OPM. 

12.00 p. m.—Round Table. 


Tanning Materials Supplies and 
Substitutes 

Chairman—George B. Bernheim, R. 
Neumann & Co. 

Speaker—Dr. Fred O’Flaherty, Tan- 
ners’ Research Laboratory. 

1.00 p. m.—Luncheon. 

Chairman’s Address—Harold Con- 
nett, Chairman of Board. 

Treasurer’s Report—Frank H. Mill- 
er, G. Levor & Co., Inc. 

Washington Committee — Victor G. 
Lumbard, The Ohio Leather Co. 

The Council’s Work—Merrill A. Wat- 
son, Executive Vice-Pres. 

3.00 p. m.—Round Table. 


Shipping Problems and Civilian 
Allocations 
Chairman — Frank H. Miller, G. 
Levor & Co., Inc. 
Speaker—Col. George S. Brady. 
4.00 p. m.—Round Table. 


Army Shoe Procurement 

Chairman—Dickson S. Stauffer, In- 
ternational Shoe Co. 

Speaker — Harold Florsheim, Divi- 
sion of Purchases, OPM. , 

5.30 p. m.— Laboratory Committee 
and Foundation. 

8.00- p. m.—Group Meetings (for 
members only). 


Friday, October 24 
9.30 a. m—Round Table. 


Leather Production for Defense 


Chairman— H. M. McAdoo, U. S. 
Leather Co. ° 
Speaker—Major J. W. Byron, Chief 


October 18, 1941 
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PROTECTION WITHOUT CONSTRICTION FOR 
TINY FEET... 


Here is an ideal detail worthy of your notice as 





Consultant, Hide Leather Section, OPM. 
10.30 a. m—Round Table. 


Allocation Problems: Hides, Skins and 
Leather 

Chairman—Marcus C. Weimar, Ar- 
mour Leather Co. 

Speaker—Willard Helburn, General 
Products Section, Civilian Allocation 
Division, OPM. 

11.30 a. m.—Round Table. 


Hide and Skin Price Ceilings 
Chairman—Harold Connett. 
Speaker—Paul M. O’Leary, Price 

Executive, Textiles, Leather & Apparel 
Section, OPA. 


a shoe retailer. Because Mrs. Day's research has 
shown that cemented soles induce perspiration, all 
Intermediate Soles in Mrs. Day's Ideal Baby Shoes 
are comprised of two layers of rough finished, non- 
slipping kip, carefully stitched together. This op- 
eration takes more time, but results in a unit sole 
that is at once, flexible, yet supporting; safe for 
tiny creepers or toddlers taking their first step . . . 
and the kind of merchandise a retailer can sell 
with pride and profit. 


12.30 p. m.—Luncheon. 

Presiding—Harold Connett. 

Speaker—Ernest K. Lindley, Wash- 
ington Correspondent Newsweek, will 
speak on “Today in Washington.” 


Buys Shoe Store 


Nites, On10—Edward Adelman has 
recently purchased the Daniels Shoe 
Store in this city. 

Mr. Adelman has spent 15 years in 
the shoe business, having been employed 
by L. Ostrov Shoe Company, Akron, for 
ten years and for the past five years 
was general manager for Dan Factor, 
Canton, Ohio. 














LA S10LK PRE WEHLTS 


/ 6%/ 
Style 772—White with Brown Elk Saddle 
Style 774—Brown with Smoke Elk Saddle 


Now is the time to give growing children a pro ifales check-up . 
new shoes for the increased activities of school and play. You also 
need to check up on ELAM pre-welt stocks in your store or department 


—sizes and widths to fill the 
spaces—all by rapid instock 
service—from these regional 
distributors. 


Check-up now—to insure 
profits and prestige through 
ELAM easy-to-fit Pre-Welts. 


F.S. ELAM SHOE CO. 


Pre-Winter check-up. . . 
“Every child needs a 
new pair of ELAM'S for 


growing feet." 


540—Patent Leather 


542— White Pas Sizes 2/9 














Plan Education for 
Retail Shoe Salesmen 


Ortrumwa, Ilowa—Roy Stevens, direc- 
tor of the National Shoe Retailers As- 
sociation of this city, just returned 
from Washington, D. C., where he at- 
tended a meeting of the N.S.R.A. Edu- 
cational Committee with the Federal 
Department of Education. The Educa- 
tienal Committee is composed of 
Messrs. Carl Burgstahler, Owen Metz- 
ger, Edwin Hahn, David S. Hirschler, 
Paul Jesberg and Mr. Stevens. 

The Federal Government bears the 
expense of the instruction and has al- 
lotted 21 million for that purpose when 
State who cooperates can avail itself of 
this education. It is for adults and 
students, a part time school arrange- 
ment for industry, merchants and 
traveling salesmen. 

In order to get the benefit of this, 
the State Superintendent of Public In- 
struction must cooperate and appoint 
a school and class of salesmanship for 
part time. At the conference with the 
Federal authorities a textbook on re- 
tail shoe salesmanship was adopted. 
This book will be available in about 
two months. 

The plan is now in operation in the 
State of Missouri, with an enrollment 
of about 5400. It is also in operation in 
17 other States. It covers all problems 
of operating retail shoe stores, John 
Studebaker, of Des Moines, will be at 
the head of it in Iowa. 
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Starner Named 
Factory Manager 


PASADENA, CALIF. — Joyce, Inc., re- 
cently announced the addition to their 
executive staff of I. Foster Starner, re- 
cently with the Hood Rubber Company 
of Watertown, Mass., as factory man- 


ager. 


I. FOSTER STARNER 


Mr. Starner’s extensive knowledge of 
shoe designing and manufacturing is 
the result of many years’ experience. 
As a boy he studied the intricate de- 
tails of fine shoe making under the 
skilled direction of his father, O. H. 
Starner, well known shoe manufacturer. 


Early in Mr. Starner’s career he 
studied last designing with the Craw- 
ford MacGrego and Canby Last Com- 
pany of Dayton, Ohio, and also pattern 
making with various pattern shops. He 
was at various points in his business 
life superintendent of the Carlisle 
Shoe Company, vice-president of I. Mil- 
ler & Sons Company, in charge of man- 
ufacturing, after the latter organiza- 
tion took over the Carlisle Shoe Com- 
pany, and factory superintendent of the 
Goodyear Shoe Company. 

In his new position with Joyce, Mr. 
Starner is taking over the duties here- 
tofore performed by George Iliff, who 
has been promoted to the position of 
production manager. 


Brown Plan Subject 
Of Magazine Article 


“Dealer Service Plus” is the title of 
an article by Eldridge Peterson which 
appeared in the Sept. 26 issue of 
Printers’ Ink and describes in a most 
interesting way the operation of the 
“Brown plan,” by which 400 individ- 
ually owned retail shoe stores operate 
their businesses under the stock con- 
trol and merchandising system devel- 
oped by the Brown Shoe Company. of 
St. Louis. The theory behind this suc- 
cessful plan of operation is elucidated 
in Mr. Peterson’s article and the meth- 
od of operation is explained in consider- 
able detail. 

“There will always be a place for the 
independent retailer who offers quality 
merchandise plus the usual individual- 
ized type of service rendered by in- 
dividual ownership,” Mr. Peterson 
states in the introductory portion of 
his article. “This is the principle upon 
which the Brown Shoe Company of St. 
Louis has built up an organization of 
400 stores operating under its special 
retailing plan. 

“The essence of the plan is to allow 
the shoe retailer to retain the advan- 
tages of the independent, such as local 
identification personal service, civic 
participation, while, on the other hand, 
in return for stocking its products ex- 
clusively, Brown gives him the equiva- 
lent of the advantages possessed by the 
chains: expert counsel on merchandis- 
ing, stock control, advertising, store 
location, windows and interiors, and so 
on.” 

The writer goes on to explain that 
“none of the 400 stores operating under 
the Brown plan is owned by the Brown 
company, all being owned by indepen- 
dent retailers who agree to abide by 
certain rules.” He maintains that the 
reason why many shoe retailers do not 
make money is because of a lack of 
proper consideration of certain impor- 
tant retail principles stressed under the 
Brown plan. How the company main- 
tains a staff of experts to assist the re- 
tailers in putting these basic principles 
in practice and solving other problems 
common to the independently owned re- 
tail shoe store is told in detail in the 
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article, which provides reading matter 
if special interest to those connected 
vith the shoe business, and especially 
o those who are identified with the 
listribution end. 


Urges Thorough Training 
In Shoe Fitting 


Rocuester, N. Y.—Thorough train- 
ing of shoe salesmen in fitting and 
selling shoes is urged by John A. Beau- 
mont, president of the New York State 
Shoe Retailers’ Association, who is now 
a specialist in shoe merchandising in 
the United States Office of Education in 
Washington. In a message to members 
of the Association, Mr. Beaumont says 
in its October Bulletin: 

“As many of you are aware, there 
is a tremendous pressure being exerted 
by many consumer groups for better 
trained shoe salesmen. The alert shoe 
merchant will recognize this trend and 
plan to use every means at his com- 
mand to provide his customers with the 
services of well trained and capable 
shoe fitters. 

“Recently I had the opportunity to 
read the manuscripts of two bulletins 
which will soon be published on the 
subject of shoe fitting. One of these 
deals with the much discussed question 
of the fitting of children’s shoes and 
the other with the advisability of es- 
tablishing new standards for sizes 
and lasts. 

“These are but straws in the wind, 
but they show a very definite trend to- 
ward a greater interest on the part of 
the consumers relative to the many 
problems of shoe fitting. 

“The National Shoe Retailers’ Asso- 
ciation recently appointed an Educa- 
tional Committee which has a very 
extensive plan under way for the es- 
tablishment of a training course for 
retail shoe salesmen. I would strongly 
recommend that our members be aware 
of these trends and make it their busi- 
ness to acquaint themselves with all 
materials and opportunities for train- 
ing their sales force so that they may 
better be able to serve the modern cus- 
tomer who through consumer education 
is better trained to be a more intelli- 
gent buyer.” 


Canadian Rubber 
Footwear Imports Drop 


MONTREAL, CANADA — Canada’s im- 
ports of rubber footwear during August, 
officially reported by the External 
Trade branch of the Dominion Depart- 
ment of Trade and Commerce are as 
follows: Rubber boots and shoes, 96 
pairs, valued at $118, compared with 
465 pairs, valued at $1,341 in August, 
1940; rubber bathing shoes, 294 pairs, 
valued at $35, of which none were im- 
ported in August, 1940; 13,245 pairs 
of rubber heels, valued at $759, com- 
pared with 4964 pairs valued at .$670. 
No rubber soled canvas shoes were im- 
ported, although in the previous August 
the importations were 3053 pairs, 
valued at $886. 
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COQUETTE 
—in all colors, 
leathers and fabrics. / 









blue and 


crushed kid. 


Tupper’s leadership in original 
American designs places us in a 
particularly prominent position 
as a resource for light, airy, 
open-tack types of shoes. 


















—in all colors, pat- 
ent leather, suede 
and calfskin. 


DEAUVILLE 
—in black, brown, 


pastel 
colors — suede and 


























We bel eve that these three shoes 
will highlight your selling and pro- 
vide profits and prestige for you. 


When in New York, we invite 
you to see our outstanding collec- 
tion of original footwear at the 
Hotel McAlp'n, Rooms. 915-917, 
Octoter 26-29. In attendance— 
A. Turner, C. E. Bachman and 


A, Tupper. 





Reservations Up 
For Michigan Fair 


Detroit, Mich. — Michigan Annual 
Shoe Fair now has sample space reser- 
vations 20 per cent ahead of any pre- 
vious year up to this date, according to 
Clyde K. Taylor and Herman Meyer, 
who are retailer and traveler co-chair- 
men respectively. The committee has 
accordingly made arrangements for 
additional sample space that has never 
before been used for this purpose. 

Outstanding event of the Fair, which 
will include the annual convention of 


the Michigan Retail Shoe Dealers’ As- 


sociation, will be a round-table discus- 








sion to be held on Monday, Jan. 12; 
this proved an outstandingly successful 
innovation at the 1940 Fair. All shoé 
dealers who register on Sunday and 
Monday will receive a luncheon ticket 
gratis for this event. 


To Begin Operations 
In New Plant 


KEENE, N. H.—Operations will start 
soon in the new plant of the Prin:ess 
Shoe Co. on Railroad Street, where 
equipment is being installed. Some of 
the cutting machines have been moved 
from the present factory on Church 
Street. 
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Tucumcari, N. M.—Harold's opened a new store here recently featuring footwear 
for the family and carrying bags and hosiery as well... ‘The photograph above is 
one of a window which was installed soon after the opening of the store. The 
business is owned by Harold G. Richardson. 


HAND-STAINED 
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. . . again, for Fall, one 
of your biggest-selling leathers 


demands 
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THE QUALITY STAIN-POLISH 


Maintains the original, smart, hand-stained 
finish and imparts a lasting high luster. Widely 
used by manufacturers of men's and women's 
ana footwear; perfect dressing for “win- 
ow shoes"; easy “extra markup” 
pair you sell! 

For complete details and 


prices, write direct to — 


LYONS & COMPANY 


122 DUANE ST., N. Y. C. 
OR YOUR LOCAL JOBBER 








on every — 
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Color Fall Windows 


— with Decorative 
Display Cards 
and Price Tickets 


“N” — Orange and 
brown on buff back- 
d. 

Brice in black. 

PRICE TICKETS 
Attractively hand lettered 
in price 
nations, or blanks. Sev- 
eral designs in stock. Sam- 
ples available on request. 

6 Doz.—$1.i0 
12 Doz.—$2.00 
With Store Name 
Imprinted 
100 tickets—$3.00 
200 tickets—$5.00 


tS 
less C.0 


DISPLAY Raney Lh _| 
Each h, 14 info 
page foneeie: > Rees — 
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—- designed 
Detailed Information on Monthly Service at Your Request. 
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and skill to young men and women in- 
tending to enter department or retail 
shoe stores. Classes in “Shoes and 
Shoe Salesmanship” will be rounded 
out with instruction in “Fabrics,” as 
well as the general subject of “Buy- 
manship.” , 


J. P. Smith Salesmen 
Conclude Spring Meeting 


Cuicaco, ILu.—Following a series of 
conferences at the headquarters of the 
J. P. Smith Shoe Company, here, the 
firm’s salesmen left recently for their 
respective territories. A very optimistic 
outlook was unanimously voiced by the 
men for the coming season on the firm’s 
Synchro-Flex and British Walker lines. 

George Sandberg, sales manager, 
stated that nothing had been spared 
to make these lines distinctive and that 
new ideas in pattern and leather treat- 
ments are exceptionally interesting. 

The advertising meeting was another 
stimulating high-light among the fac- 
tory sessions. Marshall B. Cutler, who 
served J. P. Smith as advertising man- 





ager for 17 years prior to 1938, is back 
on the old job again. 





Shoe Selling Added 
To Fall Curriculum 


SEATTLE, WasH.— Shoe selling and 
fitting as well as shoes themselves are 
leading topics comprising a new course 
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of high school instruction added this 
Fall to the curriculum of the Broad- 
way-Edison Evening... School by the 
Publie School System of Seattle. Men 
and women-on the firing line of shoe 
retailing will impart their knowledge 


The J. P. Smith sales-staff has been 
augmented and strengthened by O. W. 
Launer, formerly with Johnsen and 
C. P. Ford. Mr. Launer will cover the 
entire West Coast with British Walker 
women’s shoes and the equally impor- 
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tant Sbieca iine, Socialites. He has a 
big following on the Coast and expects 
to do great work for Smith in his pres- 
ent connection. 

E. D. Roberts, another man well- 
‘nown among the shoe travelers, will 
have these women’s lines in the South 
nd Southwest. 

A new office and salesroom in the 
Lankershim Hotel, Los Angeles, under 
he direction of E. B. Steere has proven 
1 very successful move in opening new 
accounts and increasing the West Coast 
business on Smith men’s shoes. 


Joseph Stiegler Recovering 


DANSVILLE, N. Y.—Instead of mov- 
ing on schedule to Buffalo, where he 
plans to live after retiring from the 
retail shoe business, Mayor Joseph 
Stiegler was in Dansville General Hos- 
pital recovering from a heart attack. 
Reports from the hospital say he is 
making rapid progress. 

Mayor Stiegler, who conducted the 
shoe store here for many years, was all 
ready to move to the Queen City of 
the Lakes, and Republican friends gave 
him a farewell party before the time 
for his departure. 


Add Men’s Corner 


To Remodeled Store 


YAKIMA, WaSH.—The Barnes-Woodin 
Co. has just completed an extensive 
remodeling and redecorating program 
and has created a new shoe depart- 
ment in its store with a well-stocked 
men’s corner exclusively for men foot- 
wear customers. Nationally advertised 
men’s shoes are carried. 


T. Dun Belfield Heads 
Philadelphia Shoe Guild 


PHILADELPHIA—The annual meeting 
of the Philadelphia Shoe Merchants 
Guild was held at the Hotel Adelphia 
in this city on Tuesday, Oct. 7, with 
a representative attendance of the 
Chestnut Street retailers who constitute 
its membership. 

T. Dun Belfield, president of the 
Guild, opened the meeting and after 
the reading of the minutes and other 
preliminaries, a genera] discussion 
centered around the general movement 
of retailers, led by the Chamber of 
Commerce, to abolish the practice of 
extending professional discounts to 
certain classes of the population, such 
as teachers, nurses and the like. 

A. H. Geuting gave the membership 
an outline of the newly created retail 
credit bureau and the position it is 
likely to take in establishing a more 
completely authentic and authoritative 
credit information exchange system 
than any now in existence. 

Although it is customary at the an- 
nual meeting to set the date before 
which no clearance sale announcements 
will be made, it was decided in view of 
the generally uncertain business con- 
ditions, that no action along these lines 
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would be taken at this time. The mat- 
ter was held over to be considered at 
a special meeting to be held on Tues- 
day, Nov. 11. 

Following the report of the nominat- 
ing committee, which suggested no 
change in the membership of the board 
of directors, the election resulted in 
the naming of Leander Claflin, Milton 
Dalsimer, Milton Harper, S. C. Berger, 
J. B. Goldman and Murray Rolfe as 
directors, and this body, after adjourn- 
ment of the meeting, held their own 
meeting and elected T. Dun Belfield, 
president, A. H. Geuting, vice-president 
and Cal. J. Mensch secretary for the 
year. 


Following the meeting the usual 
noonday luncheon was held, during the 
course of which a variety of topics 
dealing with the retail business, the 
affairs of the guild and matters of in- 
terest to the membership were infor- 
mally discussed. 


E. W. McCain to Take Charge 
Of Selby Division 

PORTSMOUTH, OHn1I0 — Effective No- 
vember 1, 1941, E. W. McCain will be 
in charge of the Tru-Poise Division of 
The Selby Shoe Company, Portsmouth, 
it was recently announced. 
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THE EVER POPULAR MEXICAN SANDALS 


COME TO MARKET 


EVERY SHOE NEED OF A NATION 
CAN BE FILLED HERE 


N the MARBRIDGE BUILDING are more shoe 
and allied concerns than in any other building in 
America. You see complete lines in orderly display. 
The MARBRIDGE BUILDING is in the very 
heart of midtown New York. All the great retail 
stores are nearby. All the subways, including the 
new Sixth Avenue Subway—meet at this famous 
corner of 34th and Broadway—the traffic center of 
the world. 


Order early to insure your delivery of this basic item in 


PLAYTIME FOOTWEAR 
#700 A NATURAL TAN STEERHIDE—Sizes 3-1! 


Send for information regardi: delivery dates. 
See on full ae a the” : 
SHOE SHOW HOTEL NEW YORKER 


Room 651 Oct. 26-29 


FRED LEIGHTON’S 
MEXICAN IMPORTS alec 1328 Broedway, New York 


129 FIFTH AVENUE NEW YORK De Xk ORC OO ge 


D. S. Macdonald, Manager 


MARBRIDGE BUILDING 
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Graphic Display of Foot Comfort Vitality Salesmen See New 


Spring Lines on Runway 


St. Louis, Mo.—Last week the 
Vitality Shoe Company of St. Louis 
introduced their new lines of women’s 
and children’s shoes for the Spring of 
1942. It was the occasion of their semi- 
annual sales conference. From October 
13 to 17 the Vitality road men gathered 
at headquarters to study the new lines, 
as well as the merchandising and ad- 
vertising plans for the forthcoming 
season. 

On Monday night, October 13, the 
company held a banquet and style 
revue at the Hotel Statler. It was at- 
tended by a large gathering of Vitality 
customers, salesmen and company offi- 
cials. As in the past, the new shoes 
were displayed on models passing down 
a conveniently arranged runway. 

C. L. Hein, general manager of the 
company, served as toastmaster. In 
opening the meeting, he introduced the 
Vitality sales representatives, the visit- 
ing merchants and the company execu- 
tives. B. A. Gray, president, A. B. 


Fletcher and D. S. Stauffer, vice-presi- 
This novel and attractive window display graphically told the story of the comfort dente ef the Yntaractionsl Ghee Cet: 


to be had in this featured line of the shoe department of the Eastern-Columbia pany, addressed the visitors and sales- 
store, Los Angeles, Calif. The shoes were displayed on pillows suspended by wire men briefly. The style revue was in the 
which was covered by spun glass to suggest a fleecy, airy effect. Considerable chargé of C. E. Goodrich. The new lines 
comment on the display was received by the shoe department of which Fred were received with unusual enthusiasm, 

Bouchwits is manager. and, in general, it was felt that the 
outlook for the Spring selling season 
was exceptionally bright. It was an- 
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nouneed that the suggested retail sell- 
ing price on Vitality shoes for the Fall 
season would remain the same as last 
season. It was further announced that 
the company’s plans for national ad- 
vertising call for a program equally 
as aggressive as that of the past Spring 
and Summer. 

No changes in the sales force were 
made. The following is a iist of the 
attending salesmen: M. P. Bringard- 
ner, Indiana and Michigan; J. R. Bur- 
riston, California; Park O. Dewitt, 
West Pennsylvania; E. J. Evans, Rocky 
Mountain states; R. C. Farrar, Texas; 
J. W. Field, southern states; R. D. 
Fletcher, East Pennsylvania; W. J. 
Harney, Ohio; W. L. Jonakin, Ken- 
tucky, Virginia, West Virginia and 
Maryland; F. M. Ke...r, New En- 
gland; J. L. Locke and Heyward Dil- 
lingham, South East; J. G. Mazur, Iowa 
and Illinois: A. R. Moore, Minnesota, 
Wisconsin, North and South Dakota; 
W. M. O’Bryan, Missouri, Kansas and 
Oklahoma; J. C. Thomas, New York 
State; A. K. Umphrey, North West, and 
M. A. Weiss, Greater New York. 


Store Features Complete 
Shoe Wardrobes 


SEATTLE, WaSH. — Making Seattle 
women shoe wardrobe conscious, get- 
ting them to think and order in units 
of a half dozen pairs of shoes of latest 
Fall style, Nordstrom’s at Fifth & Pike 
St., here, engages in sales promotion of 
a unique nature. This progressive 
store has stocked.a number of the lead- 
ing makes of footwear for women, 
styles for morning, afternoon, business 
and professional or sports use, and 
evening playtime or opera going, and 
has grouped them into special shoe 
wardrobes. Two wardrobes of shoes in 
particular, one for women desiring a 
complete set of shoes, for changes by 
the clock in a day’s and evening’s activi- 
ties, have been grouped for Seattle sell- 
ing. The first is in the bracket just un- 
der $50, while the second is somewhat 
less than half, or a group of fashion- 
able shoes adapted to needs at any hour 
of the day or for most purposes in- 
cluding relaxing footwear, under $28. 
The shoe wardrobes in both brackets, 
contain groupings of famous names in 
feminine footwear circles, names well 
selected for the particular styles chosen 
to round out the complete sets of ward- 
robes. 


Store in New Location 
Following 35th Anniversary 


FRESNO, CALIF.—The Reliable Shoe 
Company have just moved into their 
new home at 1045 Fulton St. in what 
is considered one of the best equipped 
retail family shoe stores of the country 
from a shoe selling and merchandising 
angle. The store opened just after the 
celebration of the firm’s 35th anniver- 
sary under the present management, 
according to J. H. Mittenthal, general 
manager of the company. 

The remodeled store now has an in- 
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Moccasins 


324—White Elk. 
Pac Moccasin 
Unlined Flexible 
Oxford. White 
Nap Sole and 
6%-8 Roe 


311—Turf Tan and White 
Elk Sport Pac Moccasin Ox- 
ford. Flexible Leather Sole 
end 8/8 Rubber Heel. 
310—As above in Brown 
and White Elk. 801 Last. 
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terior space of 5,625 square feet. Plans 
for the remodeling and decorative fea- 
tures were drafted by the Burke & 
Kober architectural firm of Los Angeles 
and incorporate many modern merchan- 
dising plans which have never been 
previously utilized in retail establish- 
ments. 

A complete air-conditioning system 
has been installed. A beamed ceiling, 
fluorescent lighting throughout the 
store, a large accessory department, a 
children’s department, space set aside 
for a promotional department and mez- 
zanine rest rooms. 


Are Bigger Than Ever... 


And W. L. Kreider’s Moccasins 
Are Better Than Ever... 


MAKE this your big- 
gest moccasin season by 
having just the “right 
kind", the shoes that all 
the girls are looking for. 
See them, and the com- 
plete W. L. Kreider line 
of beautiful, Growing 
Girls’, Misses’ and Chil- 
dren's Shoes, during the 
New York Openings. 
Note this important 
change: 


This Year They'll Be 
At The Hotel Mc- 
Alpin. 


| KREIDER’S 
| SONS' MFG. CO., INC. @© PALMYRA, PENNA. 


Martin’s Shoe Store Opens 


San ANTONIO, TEX.—Martin’s Shoe 
Store was formally opened here re- 
cently. The store is air-conditioned and 
modern in every detail. Fixtures are of 
light maple; the floor is carpeted; and 
soft-white fluorescent lighting is used. 
The doors are of glass, and the back 
wall is covered with large mirrors. A 
complete line of sports and dress shoes 
for women is stocked, with a wide range 
of sizes. 

Ray L. Waldron is manager, Louis 
Wise assistant manager, and Eldon 
Lewis and Edward White sales clerks. 
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1,690,764 pairs of youths’ and boys’ 
shoes were produced in August 1941, 
against 1,824,745 pairs in July and 
1,623,539 pairs in August a year ago. 
Since the beginning of the year, prce- 


WILLIAM ISELIN & Co., INC. 


FOUNDED 1808 


Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


higher than the 9,784,626 pairs which 
were produced in the first eight months 
of the preceding year. 

Production of women’s shoes dropped 


for Manufacturers 


and Selling Agents 


real source of profits. of Shoes, Leather 


PU 9 


LYNCHBURG, VA. 


Inquiries invited 


357 Fourth Avenue 
Branch Offices 

GRAND RAPIDS, MICH. LOS ANGELES, CALIF. 

QUUGeuanuevauueeguunensnusegsuecanucegsuuaegncaegnueegnueegggegsucegggeegnevggvesaseesgyeegareeeggueeniey 


and Allied Products. | 


NEW YORK 
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Paragon Shop Enlarged 
And Remodeled 


Los ANGELES, CALIF.—The Paragon 
Shap in The May Co. store, of which 
Lee Martin is manager, has been en- 
larged and remodeled. This shop cen- 
ters on shoes at $3.98 and $4.98 and 
has recently added a line at $5.00. 

The basement shoe department has 
been relocated with new chairs, fitting 
stools and carpets, making it a real 
attractive shoe section. Wall cases all 
around the department present a wide 
array of all kinds of shoes. Men’s, 
women’s and childrens’ shoes are now 
housed in the South part of the base- 
ment in one immense department. Bar- 
gain tables have been eliminated ex- 
cept for occasional clean-up purposes. 
Many table displays show shoes in 
orderly, formed manner. 
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GOING TO a 
PHILADELPHIA ? 
STOP 4 


at the 


BENJAMIN 
FRANKLIN 


HOTEL 


Asyouknow, » the hotel you choose 
uences your friends. Giveyour- 
self the benefit of the Benjamin 
Franklin’s great name. Enjoy a 
comfortable room, good service, 
and food. 1200 outside rooms 
with combination tub-shower and 
ee ice water. Rates from 

—_ $3.50 single, $5 double, $6 

twin bed 














BENJAMIN FRANKLIN 


Philadelphia's 
Finest Hotel 


George H. O'Neil 
Managing Director 


Production Down in August— 
Tops a Year Ago 


WASHINGTON, D. C.—Production of 
boots, shoes and slippers other than 
rubber for August 1941 amounted to 
44,763,941 pairs, according to a monthly 
release issued by the U. S. Department 
of Commerce, Bureau of the Census. 
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This figure represents a decrease of 0.1 
per cent from the July figure of 44,- 
794,441, and an increase of 13 per cent 
over production in August 1940, which 
was 39,603,443 pairs. Production for 
the period January through August 
1941 came to 331,107,789, an increase 
of 22.7 per cent over the 269,875,016 
pairs which were produced in the corre- 
sponding period a year ago. 

Production for government use reach- 
ed 1,234,057 pairs in August 1941, com- 
pared with 1,215,420 pairs in July; total 
production of government shoes for the 
eight-month period, January through 
August, 1941, totaled 9,437,470 pairs. 

Production of men’s shoes for civilian 
purposes amounted to 10,291,863 pairs 
in August 1941. In July 1941 this fig- 
ure was 10,277,131 pairs, and in August 
1940 it came to 9,631,745 pairs. Pro- 
duction for the eight-month period July 
through August 1941 was 77,960,031, 
topping the figure for the correspond- 
ing period a year ago, 65,965,297 pairs, 
by 18.2 per cent. 


| 
| duction in this classification has amount- 
¥2 ctors... ed to 12,503,827 pairs, 27.8 per cent 


down to 17,552,819 pairs in August 
1941 from 17,768,521 pairs in July. 
Only 16,298,870 pairs were produced in 
August 1940, however. Since the be- 
ginning of the year, production of wo- 
men’s shoes has amounted to 129,451,- 
698 pairs, an increase of 18.2 per cent 
over the figure for the January through 
August 1940 period—109,559,146 pairs. 

In the misses’ and children’s shoe 
classification, 4,028,130 pairs were pro- 
duced in August 1941, a decrease from 
4,255,753 pairs produced in July, but a 
decided increase over the 3,740,730 pairs 
which were produced in August a year 
ago. Output since the beginning of the 
year in this group amounted to 32,023,- 
082 pairs, an increase of 16 per cent 
over the 27,612,413 pairs produced in 
the same period in 1940. 

Production of infants’ shoes in August 
1941 was 2,447,811 pairs, a decrease 
from the 2,508,332 pairs produced in 
July, but, again, an increase over the 
August 1940 figure of 1,814,248 pairs. 
Since the beginning of the years, pro- 
duction of infants’ shoes has amounted 
to 18,123,192 pairs, 28.6 per cent over 
the 14,096,074 pairs which were pro- 
duced in the period January through 
August 1940. 


Add New Departments 
At Bitker-Gerner Co. 


MILWAUKEE, Wis. — Work has been 
completed on an expansion project at 
the Bitker-Gerner Co., 2345 N. Third 
St., ladies ready-to-wear store, which 
added 50 per cent to the shop’s area 
and facilitates the addition of three 
new departments, including a shoe de- 
partment, to the store. Pierce H. Bit- 
ker, head of the firm, said the 10,000 
sq. ft. expansion completes a program 
started four years ago. 


Celebrate 50th Anniversary 


CLEVELAND, OH10— Krohngold Shoe 
Company, operators of a wholesale shoe 
business as well as a number of shoe 
stores, recently celebrated the 50th an- 
niversary of the founding of the busi- 
ness. A banquet observing the event 
was held and was attended by about 
250 people, employees and guests. Max 
Krohngold, founder of the company, at- 
tended the affair. 

Fred Elam, who has sold the firm 
shoes for 41 years, was one of the 
speakers. 

Max Krohngold’s two sons, Bertram 
and Walter, joined the business in 1918. 
They are now co-partners. 
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The proper use of materials, forms and pres- 
sure is required to effectively shape this 
unmoulded unit so that it will fil the 
last accurately. 


UNISHANK 


An accurately- fitting Unishank insole is the 
foundation for subsequent good shoemaking. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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MEN'S & BOYS’ WORK SHOES 





Honest Vaiwe 
In Boery Pow 


. Inc 
KEENE, N. Kh. 
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Innersoles 





Pave the shoes with Newflex Insoles, 
Watch repeat sales swell your bankrolls. 
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LITHOX EXTRA WEAR SOLES 
’ LITHOX. SQUARE CORD SOLES & HEELS 
SQUARE CORD SHEET SOLING 
and SQUARE CORD HEELS 
For Good Wear at Low Price 
THE LITHOX corp. 
WAPAKONETA, OHIO, U. 8. A. 

















Mandel Bros. Open New 
Department in Men’s Section 


CuHicaGo, ILL—Mandel Brothers de- 
partment store in Chicago recently 
opened a new department in their 
Men’s Shoe Shop. The new department 
will carry a full line of Smith-built 
shoes, both Smith Smart and Smith 
Synchro-Flex styles, and plan an unin- 
terrupted promotional campaign. 

Mr. Katz, manager of the Mandel 
Shoe Department, is enthusiastic. Sales 
since the opening of the Fall showing 
have been steady, with the biggest de- 
mand being for a straight tip Synchro- 
Flex oxford in antiqued tan calf. 


Opens Branch Store 


BrRocKkToN, Mass.— Harvard’s Shoe 
Store, 19 Main St., this city, has opened 
a branch store at 51 Church St., Rock- 
land. 
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Attractive New Southern Store 


This beautiful new shoe store was opened 


by Pollock's at Greenville, S. C. 


recently 
The interior as can be seen is of the salon type with all stock concealed. The color 
scheme is blue and pink, combined in the walls and chairs with a blue wall-to-wall 


carpet. 


Note the clever stage-setting of the fluorescent-lighted display niche at 


the rear of the store. 





Suede, Calf Head 
Pittsburgh Sales 


PITTSBURGH, Pa.—Popularity in Fall 
footwear among Pittsburghers proved 
that the retail shoe buyers knew their 
styles and customers when they pur- 
chased their Fall lines, for retail sales 
have followed closely those styles shown 
and sold at the Tri-State Shoe Mart 
held here in August. 

Tan and black suede, polished calf 
in antique and black are selling very 
well. Antique is popular because it can 
be worn with many colors. Open and 
closed toes are running about even with 
closed toes more in demand in the 
smaller towns nearby. Heels are -me- 
dium, cuban. Some. open heels are 
selling but the demand is for a more 
all-around type. Spectator styles are 
still selling well. In dressy shoes, high 
heels and open toes are smart. ‘The 
plainer shoe, as pointed out at the shoe 
mart, is selling very well. 

In men’s shoes the heavy, sturdy 
types are popular. Cordigan and scotch 
grain are in demand. Wing tips and 
wide holes are going best, as are mili- 
tary types. 

With colder weather, sales are ex- 
pected to increase, brineing this Fall’s 
shoe sales over those of 1941. To date 
this year’s sales are about five per 
cent over last year’s. 


Perkins’ Shop 
Remodeling Completed 


SEATTLE, WASH. — The new and en- 
larged shoe salon of Harry Perkins in 
Best’s Apparel, Inc., has recently been 
completed. With the reputation of be- 


ing one of Seattle’s smartest bootiers 
with his own specialty shoe shop for 
feminine customers, Harry Perkins 
joined forces with the distinctive so- 
ciety store of Best’s Apparel, Inc., of 
Seattle. Now, along with Best’s, Harry 
Perkins has expanded, with opening of 
the colorful modern shoe salon, which 
is a smart store within a store. 

New decorations and streamlined 
furnishings and new windows that look 
right into the shop at Westlake Avenue 
and Pine Street, have been provided. 

Harry Perkins’ new shoe shop that 
celebrates two years of business associ- 
ation with Best’s, is located in the south- 
east corner of the main floor, with 
greater floor space and additional seat- 
ingcapacity: The interior decorations 
were planned by Harvey Wright of 
Best’s and are of the best modernistic 
style, the French blue trimming against 
mulberry providing an attractive and 
soft color scheme. 


Juvenile Shop Relocated 


PROVIDENCE, R. I.—The Junior Shoe 
Shop of the Boston Store, located for 
some time on the third floor, has been 
removed to the second floor where it 
occupies a portion of the regular wo- 
men’s department. Since its removal to 
this location, sales have increased 
steadily. 

According to Phillip Sheridan, de- 
partment manager, the new setup gives 
the junior shop more publicity and it 
is more pleasing to growing girls who 
do not like to visit a children’s shoe 
section. Located immediately adjoin- 
ing, young girls may be served in the 
women’s department without making 
an extra stop. 
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Employee Sales Now 
Banned by Four States 


CHicaGo, Iti.—Industrial selling or 
the “I-ean get it wholesale” method of 
buying, which has been attacked by a 
number of retail shoe organizations 
and other retail business groups 
throughout the country has been out- 
lawed during the past few months in 
four states. They are Illinois, Michi- 
gan, Missouri, and Pennsylvania. Dur- 
ing recent years the selling of all types 
of products at wholesale or near whole- 
sale prices grew to such proportions 
that factories, corporations, railroads, 
states, and even universities had set up 
buying agencies within their own or- 
ganizations which operated for their 
employees, employees’ friends, and their 
relations. 

Local retail organizations finally 
took action for legislative control, since 
in many areas industrial selling was 
so active that in some cases more ar- 
ticles were being sold at wholesale than 
were moving through the stores. The 
Illinois Federation of Retail Associa- 
tions went into action several months 
ago and is credited with the success of 
the movement there. The Illinois law 
reads:—“No person, firm, or corpora- 
tion engaged in any business enterprise 
in this state shall, by any method or 
procedure, directly or indirectly, by it- 
self or through a subsidiary agency 
owned and controlled in whole or in 
part by such person, firm or corpora- 
tion, sell or procure for sale or have in 
its possession or under its control for 
sale to its employees or any person, any 
article, material, product, or merchan- 
dise of whatever nature not of his or 
its own production or not handled in 
his or its regular course of trade, ex- 
cepting meals, cigarettes, and tobacco, 
and excepting such specialized appli- 
ances and paraphernalia as may be re- 
quired in said business enterprise for 
the safety and health of its employees.” 

The penalty for conviction calls for a 
fine of not less than $100 or more than 
$500 for the first offense and for each 
subsequent offense not less than $500 
or more than $1,000. Cooperatives are 
excepted under the law. The bills 
passed in Missouri and Pennsylvania 
are worded the same as the Illinois law. 
The Michigan law differs only, it is 
said, in the fact that it “has more teeth 
in it.” 

A second bill, passed by the Illinois 
legislature, and now a law, specifically 
forbids “the State of Illinois or any 
political subdivision thereof or any offi- 
cer, agent or employee of the State of 
Illinois to carry on any similar trans- 
action.” 


Buchanan Joins Field Store 


Des Moines, Iowa—C. R. Buchanan, 
who has been associated with the shoe 
business in Des Moines the past thirty 
years, has joined the sales staff of the 
Field Shoe Stqre, 508 Walnut Street. 
He had been with the Walk-Over Shoe 
store at one time. 
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Staudaher Opens Own Store 


BozEMAN, Mont. — Fred Staudaher 
has opened his new shoe store at 1 East 
Main Street, here, in a completely mod- 
ernized building. The store interior is 
finished in Philippine mahogany, and 
fluorescent lighting and air condition- 
ing have been installed. The store sells 
only women’s shoes, in sizes from 3 to 
11 and in widths from AAAAA to D. 
Mr. Staudaher came to Bozeman in 
1930 as manager of the shoe depart- 
ment of the Chambers-Fisher store. In 
1938 he opened his own shoe depart- 
ment in the Riddle Women’s Apparel 
Store, here. 


Purchases Shoe Store 


Sprit LAKE, Iowa—Jack Marsh, 
who has been manager of the Home 
Shoe store here the past year, has 
bought it and will rename it Jack’s 
Home Shoe store. 


Canadian Hide Stocks Down 


MONTREAL, CANADA — Stocks of raw 
cattle hides held by tanners, packers 
and dealers in Canada amounted to 
432,029 at the end of August compared 
with 606,458 on the corresponding date 
last year, the Dominion Bureau of Sta- 
tistics reports. Calf and kip skins 
totaled 580,776 compared with 667,665, 


goat and kid skins 118,880 compared 
with 144,260 and horse hides 17,562 
compared with 1056. There were also 
61,098 dozen sheep and lamb skins on 
hand compared with 55,262. 


Green and Plum 
In Chicago Ads 


Cuicaco, Itt.—Color is receiving 
considerable attention in shoe promo- 
tion in Chicago. Marshall Field & Co. 
have been featuring Flemish Plum, de- 
scribed as a “color out of Rubens.” 
The promotion continues, “You'll wear 
it as a color singleton or fleck it with 
brown furs. Plum—there’s a depth to 
it, a softness as light through a stained 
glass window. Wear it head to heels— 
continue the color from hat through 
shoes. We see plum as a basis for your 
brown furs—or shocked with pink for 
drama. Kindle it with the dark fire 
of amethysts, the glint of gold.” Plum 
colored shoes are included in the pro- 
motion in suede and in polished calf. 

Green shoes are receiving special 
promotion at Carson, Pirie, Scott & Co., 
under the name of Lake Forest Green, 
a color with a local connotation, since 
it bears the name of a fashionable 
North Shore suburb. The shoe division 
of the promotion reads, “Lake Forest 
Green underfoot—running mate to 
Fall Costumes. Not a green that will 
startle, but a green that is muted 
gentle.” 
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Purchase Raymond 
Shoe Co. Stock 


MANCHESTER, N. H.—The stock and 
machinery of the former Raymond Shoe 
Co. in Raymond, whose factory was 
closed several weeks ago, has been pur- 
chased by the Evangeline Shoe Co. of 
Manchester, according to an announce- 
ment by Joseph Gouchberg of Lynn, 
Mass., treasurer of the Raymond firm. 
It was reported that the transaction, 
which did not include the Raymond 
company’s name, involved $28,000. 

It was said that the new owners ex- 
pect to start production about the mid- 
dle of November. The plant has turn- 
ed out women’s shoes exclusively. 


Hermann’s Plans 
Modernization 


HARRISBURG, Pa.—Plans for exten- 
sive redecoration and modernization at 
Hermann’s Women’s Store, which will 
be made in the near future, have been 
announced by Harry Auslander, man- 
ager. 

Plans call for new shelving, a new 
carpet, a new hosiery case and mod- 
ernization throughout the store. 
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Obituaries 


Albert L. Slavens 


Fr. LAUDERDALE, FLA. — Albert L. 
Slavens, retired shoe manufacturer, 
died at his home, here, recently follow- 
ing a short illness. 

For 20 years, Mr. Slavens manufac- 
tured the famous Boyden Shoes for 
Men in Newark, N. J. He was president 
of the firm, but he also traveled and 
sold his shoes in every state in the 
union. Because of the widespread con- 
tact with the trade and his ever-present 
geniality, his friends were numerous 
and he was recognized as an authority 


_on men’s shoes. 


In 1924 he sold his interests in the 
Boyden Shoe Company and became as- 
sociated with the Selby Shoe Co., of 
Portsmouth, Ohio, and also Howard & 
Foster, of Brockton, Mass., representing 
these firms in the southern states. 

He made his home at Lakeland, Fla., 
where he lived until Spring, 1940, 
when he retired from business and pur- 
chased a home at Fort Lauderdale. 

Mr. Slavens is survived by his widow 
and a son, Charles, who lives in St. 
Petersburg, Fla. 


John T. Leader 


RocHESTER, N. Y.—John T. Leader, 
76, who was associated with the retail 
shoe store of William Eastwood & Son 
Company of this city for 50 years, died 
at his home in Buffalo recently. An 
interesting personality with an unusual 
capacity for friendship, he was widely 
known in the shoe trade. 

Mr. Leader was born in Rochester 
in 1865, going into the Eastwood store 
as a clerk when he was a young man. 
He developed expert knowledge of qual- 
ity in shoes and for many years was 
buyer of men’s and boys’ shoes for its 
three stores—two in Rochester and one 
in Buffalo. 

He moved to Buffalo several years 
ago and was associated with its store 
there, but continued his’ membership 
in a number of organizations with 
which he had been long associated here. 

The funeral was held in Buffalo and 
was attended by many shoe men from 
Western New York. Burial was in 
Rochester. 


Alberto Cantillo 


Newark, N. J.—Alberto Cantillo, 
who made shoes for Presidents Theo- 
dore Roosevelt and McKinley and other 
notables, died at his home recently after 
long illness. 

Born in Italy in 1864, Mr. Cantillo 
came to Newark as a young man, 50 
years ago and obtained employment 
with the Banister Shoe Co. He re- 
mained there 42 years making shoes by 
hand. While he was with the company, 
Mr. Cantillo was given the tasks of 
making shoes for Roosevelt and McKin- 
ley. During the St. Louis Exposition, 
Mr. Cantillo was selected by the shoe 


experts to demonstrate the art of shoe- 
making by hand. 

Mr. Cantillo retired when the com- 
pany moved to East Weymouth, Mass., 
in May, 1934. 

He leaves his widow, Mrs. Antoinette 
Cantillo; two sons, Alberto, Jr., and 
Thomas, and a daughter, Mrs. Caroline 
Bevere. Funeral services were held at 
the Tamburro Funeral Home. 


Eugene Hughes 


Dayton, OH10—One of the most un 
usual] tributes ever given to a deceased 
fellow-shoeman took place before the 
funeral services for Eugene Hughes, 
former manager of the Dayton store 
of the Nunn-Bush Shoe Company, who 
died recently following a stroke. 

Twenty-five members of the Dayton 
Shoe Retailers club assembled at the 
Whitmer Brothers funeral home the 
night before the funeral services and 
a special service was held. Homer 
Felty, a shoe man from the Rike-Kum- 
ler Company, who is an ordained min- 
ister, conducted a brief service. 

Besides Mrs. Hughes, the only per- 
sons present at the memorial service 
were shoe men. 

Mr. Hughes had been the local Nunn- 
Bush store manager up to July, 1940, 
when on account of illness he was 
forced to relinquish his work for sev- 
eral months. R. L. Anderson succeeded 
him as manager. Mr. Hughes had been 
employed by Charles Morris for 10 
years prior to the store being bought 
by Nunn-Bush. At the change over in 
1928, he was made manager of the 
Dayton store. 

The Dayton Shoe Retailers club gave 
a large floral piece. 





Block’s Plan 


Vancouver Unit 


SEATTLE, WASH.—Block’s Shoe Stores, 
with chain headquarters at Seattle, is 
shortly to open a fine new Vancouver, 
Wash., store. A new store building is 
now under construction in this South- 
west Washington community, which is 
feeling a boom from Defense indus- 
tries nearby. This will accommodate 
the latest link in the Pacific Northwest 
chain of Max Block, stemming from 
Seattle, where he got his start a num- 
ber of years ago. The new Block’s shoe 
store, for a family footwear clientele 
at Vancouver, will have a _ terrazzo 
entrance and fine plate-glass facade 
and windows bordered with vari-colored 
carrara glass to set off the latest fash- 
ions in footwear. 


Elected to Civil Service 


Commission 


YAKIMA, WaSH.—New honors have 
been bestowed upon Joseph P. Kohls of 
the- Yakima shoe store of that name, in 
his recent election to the Civil Service 
Commission. The new commissioner ex- 
pects to broaden his civic and com- 
munity service. 
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Surveys Campus Footwear 
Trends in Advance 


[CONTINUED FROM PAGE 54] 


cograph, were averaged on the basis of per 100 replies, 
and the total answers broken down were typed in red 
ona “master” questionnaire which was again duplicated 
nd passed around to buyers concerned. From the facts 
iivolved, many radical changes in the shoe merchandis- 
ing picture for the back-to-school season were made. 

Typical answers revealed that “staple” styles of foot- 
wear often experienced sales doldrums because of their 
very standardized nature. The average undergraduate 
wants something new in footwear, is not hesitant about 
paying a better price for it, and wants plenty of color 
change. For example, 71 girls of 100 preferred saddle 
type of oxfords, but wanted different colors than black 
and white or brown and white. Thirty stated that the 
campus trend was toward saddles, 12 stated moccasins. 
Thirty of 100 asked for high rubber boots for campus 
wear—a surprising fact which caused the store to stock 
up. “Do You Like Wedgies” brought 24 affirmative 
answers, 64 negative—so Stix-Baer reduced wedgie 
stocks. Eight of 10 girls wanted low wedgies if they 
wore them at all. 

Fifty-five of 100 girls wanted matched bags with their 
campus shoes. Sixty-four wanted saddle leather in this 
category. More than 95 of 100 stated that they would 
wear brilliantly-colored casuals for casual évenings and 
sports. Eighty girls stated that black shoes for evening 
would be preferred. Finally, 60 of 100 voted down 
woven shoes with “floppy” heels. From utilizing this in- 
formation, which is being replenished for 1941, the St. 
Louis department store was able to show every under- 
graduate footwear customer specifically what she wanted 
for the school term ahead. 


Dayton Retailers to Promote Footwear 
for Christmas 


Dayton, OH10—“Give Footwear for Christmas” will 
be the slogan used this year by shoe merchants in this 
city in connection with the campaign to promote sales 
of slippers and other footwear for Christmas. Decision 
to conduct such a promotion was made at the October 
meeting of the Dayton Shoe Retailers club held in the 
Hotel Miami, here. 

Special window display cards are to be used and 
samples will be submitted for approval at the next 
meeting of the club. It is expected the campaign will 
be started during the week of November 23. 

“The present indications point to an earlier opening 
of the holiday business this year,” Edward Blomquist, 
club president, told more than 35 members attending 
the meeting. “Business in Dayton is good and the 
future looks exceptionally bright. 

“The slipper business should go big this year. In 
fact, some stores are already showing them and report- 
ing satisfactory sales.” 
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COM FORTIABLES 






Another popular in-stock Comfortable is 
this Bellaire basic style. The perennial 
Madame type Oxford, it is favored by 


active women the year around. 







MADAME X 
No. 1542—Black Kid and Lizard 
AAA to D 







RETAILS AT $500 











Write for Fall 1941 Catalog 
of In-Stock Styles 









BELLAIRE COMFORTABLES 
and FOOTLOOSE SHOES 


New SPRING LINE — First Showing 


New Yorker Hotel, Room 831 — New York City 
Ocroser 26, 27, 28, 29 










BELLAIRE SHOE COMPANY. PORTLAND, ME. 
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For Your Christmas Trim 



























If you want to receive 
our mailing of samples, 
fill out and mail us the 
coupon. 












Merchants Service Dept. 
Boot & Shoe Recorder 
209 South State Street 
Chicago, Illinois 








Please put us on your list for samples of Christmas 
Price Tickets. 
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Children's Shoes 


The C. A. Haines 
Shoes for Children 


IN STOCK 





BCD, 8% - 12 
BCD, all colors 


$2104 
White Etk 
Mfrs. 
Chicago 


SUPERIOR SHOE CO., 


$08 S. Peoria St. 
alse carried in stock by 
American Shoe Co., S. Freiburger & Gro. Co., 
W. Jefferson St., 119-121 E. Columbia St., 
Detroit ‘ort Wayne, indians 
Jayson Shee Co. . . . Les Angeles, Cal. 
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When the line is up for styling, 
Remember, Newflex keeps feet smiling. 
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NEWFLEX SHIN 
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Bowling Shoes 
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PROFESSIONAL 
BOWLING SHOES 
Men’s Men's 

1 Oxford 
$2.85 $2.80 


Rubber Sole 
Rubber Hee! 
Left Foot 
Buckskin Sole 


Rubber Heel 
BROOKS SHOE MFG. Co. 
58th 4 Market Sts.. Philadeiphia 





Children’s Store Opens Branch 


JACKSONVILLE, FLa.— Junior Foot- 
wear, Inc., has opened a second store 
at Five Points, the firm has announced. 
The site was selected as being conve- 
nient to shoppers from the Riverside 
and Hillside seltions of the city and also 
having ample parking space. The same 
stock will be carried as in the firm’s 
down-town store, which was opened by 
Spencer Ladd, proprietor of the two 
stores, on August 1, 1939. 
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Retailers Report Nine-Month 


Sales Increase 


HARRISBURG, Pa.—Indications for the 
Fall season are good as Harrisburg 
shoe men report business for the first 
nine months of 1941 showing nice in- 
creases over the same period of last 
year. 

Ernie Barbush, operator of the 
women’s shoe salon in the William B. 
Schleisner Store, stated that business 
during the first six months of the year 
showed an increase of approximately 
35 per cent. 

“Antique shoes are our No. 1 sellers 
and black suedes second, with browns, 
third,” according to Harry Auslander, 
manager of Hermann’s, Shoes for 
Women. 

Mr. Auslander reported that climatic 
conditions have held up the Fall sea- 
son, but once it gets fully under way 
expects it to be very good. 

Louis Smith, secretary of Smith 
Brothers, reported improved sales in 
the better grade shoes, with antique 
brown selling best at the present. 

“We expect a big increase in the 
coming months,” Mr. Smith said, “as 
the Fall season is opening very good.” 


Sells Shoes to Suit 


Individual Taste 


St. Loutis—When William Lee Col- 
lins, former president of Hamilton- 
Brown Shoe company and organizer of 
Collins-Morris Shoe Co., retired from 
the shoe manufacturing business which 
had been his “life” for many years, 
time hung heavy on his hands. After 
years of the hustle and bustle of shoe 
merchandising, Mr. Collins was at a 
loss for what to do with his then leisure- 
ly days. Then an idea struck. Why not 
give women the kind of shoes that they 
wanted? A little careful planning and 
the idea crystallized early in December, 
1940, into Berkeley, Inc. . . . a custom- 
made shoe shop for women. St. Louis 
women were happy at his innovation, 
and Mr. Collins again was busy. In 
fact, the success of this shop in its 
brief beginning has been so far above 
his expectations, that Mr. Collins, as he 
aptly puts it is “afraid it’s going to be 
a job.” 

Conveniently located in the west end 
of St. Louis, close to the “better” resi- 
dential section, Berkeley Inc., is as jux- 
urious in appearance as the mink-clad 
women who are its customers. Natu- 
rally, the appeal of a shop of this type 
is to the upper-bracket customer who 
usually pays $15 or more for her shoes. 
Berkeley, Inc. prices start at $18.75. 

The shop itself is a veritable sym- 
phony of gleaming yellow gold and 
glistening mirrors. Low, deep-seated 
twin divans are grouped around huge 
mirrors that reach to the ceiling. A 
transparent plastic cocktail table sets 
off the beauty of two pairs of shoes in 
front of another divan. A tug on a 
cord of the sweeping gold toned drapes 


reveals a mirrored nook . . . the measur- 
ing room. A long case is bright with 
every conceivable type and color of 
leather or shoe material one could con- 
ceive of ... with sample shoes inform- 
ally arranged on top. 

“Berkeley, Inc. was based on the idea 
that women should be their own shoe 
buyers,” explains Mr. Collins. “You 
know women love to buy what they 
want, and in ordinary shoe stores this 
is often impossible. Usually the buyer 
of a store decides what is going to be 
“good” that season . . . what color will 
be a best-seller, etc. . . . and conse- 
quently he buys it, often in large quan- 
tities. 

“Another important factor in being 
able to obtain custom-made shoes is 
that a customer doesn’t have to compro- 
mise. Sometimes she likes a certain 
shoe in a shop, but wished it had 
a low heel, or platform or some other 
thing changed about it . . . but the store 
doesn’t have it. In most cases she com- 
promises and takes what they have. 
Women with unusually tiny or excep- 
tionally large ones are thankful for 
custom-made service.” 


What’ll Be the Story 
This Time? 

Boston, Mass.—Reports of Russian 
buying of leather and shoes in Boston 
market revises recollections of the big 
business with Russia during the World 
War. n 

Boots for the Russian army were left 
on the hands of American manufac- 
turers when Russia collapsed, but they 
were readily sold to farmers, one story 
being that the farm trade took 400,000 
pairs of the Russian army boots from 
one manufacturer. 


Wells and Frost 
Increase Floor Space 


LINCOLN, NeB.—Completion of a new 
one story brick building on the rear of 
the lot at 182 No. 10th Street gives 
Wells and Frost Co. some 1,500 square 
feet of additional floor space. 

Wells and Frost Co. was first estab- 
lished in Lincoln in 1897 as an exclucive 
shoe store by Edward R. Wells, who 
came to Lincoln from Pennsylvania in 
1885 and became a member of the firm 
of E. R. Nissly and Co. who then oper- 
ated the Bon Ton department store at 
10th and P. Wells’ first store was on 
the same block as the present business, 
but was later moved to the corner now 
occupied by the Terminal building. 

Managers of the store are Fred N. 
Wells, James A. Shane, and Charles G. 
Frost. Miss Marjorie Hagarity is in 
charge of the office. Junior salesman in 
the firm is John F. Wells, grandson of 
the founder. 

The new addition to the store will be 
used for departments handling men’s 
furnishings, work clothing and indus- 
trial uniforms. 
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B4808—Goid Screen 
Trim, Satin Sock 


B4820—Silver Screen 
Trim, Satin Sock 


21/8 Louis Heet — S &£ M Widths 

B4819—Gold Mesh ....... . 82.65 

B4807—Silver Mesh .... ... $2.50 

16/8 Cuban Heel — S & M Widths 

VISIT OUR BRILLIANT DISPLAY OF EVEN- 

ING SANDALS AND STREET SHOES AT 
“SPRING OPENING” 


HOTEL McALPIN, NEW YORK, OCT. 26-27 


Mesh, Gold Kid 
$2.65 


Mesh, Silver Kid 
$2.50 








Send Today for Complete Catalog 
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Allied Trades to Exhibit 
At Boston Show 


Boston, Mass.—More than 40 mem- 
bers of the allied trades will avail 
themselves of the opportunity to show 
their products to almost 300-shoe man- 
ufacturers at the Boston Shoe Fair to 
be held in the Hotel Statler and Parker 
House during the first week of De- 
cember. That number, including man- 
ufacturers of shoe machinery, lasts, 
rubber and other products, already has 
reserved display rooms and more are 
expected, according to Maxwell Field, 
secretary of the New England Shoe 
and Leather Association and manager 
of the fair. The number of shoe manu- 
facturers is expected, furthermore, to 
show a sharp increase within the next 
few weeks as the opening of the show 
draws nearer. 


New York State Retailers Seek 
Representation in Legislature 


ROCHESTER, N. Y.—Negotiations are 
under way between the New York State 
Shoe Retailers’ Association and the 
New York State Council of Retail Mer- 
chants for joint representation at the 
coming session of the Legislature. 

Shoe men are realizing as never be- 
fore the necessity for keeping a close 
watch on proposed legislation to make 
certain that no measures inimical to 
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Dates to Remember 


Monthly Shoe Buyers Day, Michi- 
gan Shoe Travelers, velers, Hotel Stat- 
ler, Detroit, Mich. 

October 20, November 17, 1941 


Annual Fall Frolic Boot and Shoe 
Travelers Association of New 
York, Hotel Roosevelt, New 
York City, Tuesday Evening. 

October 28, 1941 

Fall Style Show, Iowa National 
Shoe Travelers Association, 
Chamberlain Hotel, Des 
Iowa. November 2, 3, 4, 1941 

Annual Shoe Buyers Week, In- 
diana Shoe Travelers Associa- 
tion, Claypool Hotel, Indianap- 
olis, Ind. 

November 30, December 1, 2, 1941 

Boston Shoe Fair, New England 
Shoe & Leather Association, 
Hotels Statler and Parker House, 
Boston, Mass. 

December 1, 2, 3, 4, 1941 

Annual Convention, National Shoe 
Travelers’ Association, Morrison 
Hotel, Chicago, Ill. 

January 3, 4, 1942 

NATIONAL SHOE FAIR, Hotel 
Stevens, Chicago, Ill 


January 5, 6, 7, 8, 1942 
Michigan Annual Shoe Fair, Jointly 
a by Michigan Retail 
Dealers Association and 
Shoe Travelers Club of Mich- 
igan, Hotel Statler, Detroit, Mich. 
January 1l, 12, 13, 1942 
27th Annual Convention and Foot- 
wear Exposition, Northwestern 
Shoe Retailers Association, Hotel 


Radisson, Minneapolis, Minn. 
January 11, 12, 13, 1942 


Travelers Association, Texas 
Hotel, Fort Worth, Texas. 
January 11, 12. 13 13, 14, 1942 
Middle Atlantic 


Annual Convention 
Shoe Retailers Association, Ben- 
ome A Franklin Hotel, Philadel- 
phia, Pa. January 18, 19, bees 1942 
Central States Shoe — 
Morrison, Chicago, I 
May 17, 8, 19, 20, 1942 





their interests will be passed without 
their knowledge and opposition. 

In times when a search is being 
made for new sources of tax revenues, 
they are going to be on the alert for 
legislative proposals which would place 
new restrictions and added costs on 
their business. 
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Unless some interested 
party (like ourselves, for 
instance) called your at- 
tention to it, you might 
not have noticed that 
the New York Herald 
Tribune scored the larg- 
est shoe advertising in- 
crease in the city—for 
the first 9 months of this 
year. So doing, it topped 
its January-through-Sep- 
tember 1940 shoe figures 
by more than 21,600 
lines. (Nothing new — 
this. For the past five 
years, influenced by this 
paper’ s top fashion stand- 
ing, its leadership in 
dress advertising, Herald 
Tribune Shoe Advertie- 
ing has been a procession 
of gains, has _ nearly 
doubled in volume.) 
And, by the by, this 
paper is now publishing 
25% more shoe advertis- 
ing than any of New 
York’s evening news- 
papers. Nice stepping! 


NEW YORK 
HERALD TRIBUNE 
24 Hours of World History 
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SALESMEN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 





SHOE SALESMEN to handle world’s finest 
line of white shoe dressings. Want only 
pee. Be known and well established in their 

Give complete information to— 
HOUSE. ‘OF FAYRIN, Louisville, Kentucky. 


LESMEN WANTED for Manufacturer of 

higzh-grade sandals for all parts of the U.S. 
Retail $3-$5. Address £325, care Boot & Shoe 
a 100 East 42nd Street. New York, 








SALESMAN WANTED for the Southeastern 

portion of Ohio to carry on commission a 
general line of shoes, including house slippers, 
for one of the largest shoe jobbers in the 
Middle West. Applicant must furnish snapshot 
and references, and have a car, and established 
following. THE CHARLES MEIS SHOE 
COMPANY, CINCINNATI. 


XPERIENCED SALESMEN, commission 

basis; popular priced Ladies’ Novelties, 
Arches, Sports, Evening Shoes. Territories open: 
New York, Ohio, Pennsylvania, North Carolina, 
South Carolina. References. BENJ. WALK & 
eee INC., 205 Essex Street, Boston, 
“Mass. 








SIDE LINE SALESMAN 


MANAGER; married; Age 30; deferred; 10 
years experience; managing; window trim- 
ming; buyer; desires change from present local- 
ity. At present employed as Manager; am- 
bitious; aggressive; congenial; best references. 
Will go anywhere. Addres $298, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 





ITUATION WANTED by experienced and 
capable Hand Cutter arid Designer of Ladics’ 
and Men’s Shoes. ALFONS STOESSL, 117 
Jefferson Avenue, Springfield, Mass. 
BACK FROM THE ARMY—BACK ON THE 
JOB. Shoe window trimmer, formerly with 
Cammeyer, Fifth Avenue. Call me for Window 
Trimming Service; re-trims, new openings. Ad- 
dress JACK MANHEIM, 218 Kingston Ave., 
Brooklyn, New York. Slocum: 6-6241. 


LL KNOWN WINDOW TRIMMER, 15 

years’ experience, desires good connection 
Metropolitan area. Address $324, care Boot & 
Shoe Recorder, 100 East 42nd St., New York. 
N. Y. 











LINE WANTED 








SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 

















BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Branded or unbranded. Generous prices. 
Write, wire or phone. 


BARSH & CEASA 
19 N. Fourth St. Philadel 
Phone Market 


hia, Pa. 




















A nationally known manufacturer of 
Women’s Shoes, retailing from $6.50 to 
$10.50, will placé six or eight sam- 
ples with a responsible salesman, on 
straight commission basis, as a side- 
line in South and Southwest. Confiden- 
tial. Give references, line now car- 
ried, and territory covered. Address: 
Box 8-321, BOOT AND SHOE RECORDER, 
140 Federal Street, Boston, Mass. 














WANTED TO PURCHASE 


[ NDIVIDUAL Retailer wants to buy following 

used items: 200 or more Chrome Shoe Stands; 
100 or more Chrome Chairs; 20 or more Chrome 
Fitting Stools. Will pay cash. Must be bargain. 
Address 2320, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, ¥. 





WELL KNOWN SALESMAN IN THE SLIP- 
PER AND PLAY SHOE FIELD covering 
Middle West and East, calling on Chain, De- 
partment Store trade: having established fol- 
lowing. Will be available after November 
ist; Can style; knows material market, and 
capable of organizing sales force. Ten years 
in present connection. 


Address 317, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 











SHORT LINES, fast sellers for Metropolitan 
area. I work and produce. Address $323, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 





WOMEN’S LINE preferred for Illinois, Wis- 

consin, and Minnesota, where acquaintance 
is extensive, with peak sales of quarter million 
prior to present operation of clothing and shoe 
store. If interested in a soutid business from 
these three States. write me. C. R. TERRY, 
Plano. Illinois. 





HOE STORE WANTED: Write full par- 
ticulars; will consider Cash Transaction, if 
reasonable. Address £318, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y. 





FOR LEASE 


IAMI, FLORIDA: For lease—store (18x64) 

on East Flagler Street. Ideal location for 
Shoes. Newly installed. modern front. Fluo- 
tescent lighting. LOUIS LOBER (owner), 30 
Broad Street, New York. 











INE, MANUFACTURERS, for Metropolitan 
New York, Men’s or Women’s; covered this 
territory past twenty years; large following 
Chain, Department and Retail trade. Best ref- 
erences. Address $322, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y. 


ANUFACTURERS LINE of Women’s and 

Children’s Shoes of the better grade for 
Southern Jersey, Eastern Pennsylvania, Del 
aware, Maryland and District of Columbia. Em- 
ploved at present traveling this territory. Avail- 
able for Spring setup. Address $319, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y 








SELL YOUR — STOCKS 


KIRSCH-BLACHER CO., INC. 
established 1915 


We buy surplus or complete stocks of shoes 
pag Be jobbers and manufacturers. 


Visit owr new weorehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 

















Entire or Surplus Wholesale and Retail 

Also randed Shoes such as 

. Florsheim, Enna-Jettick, Vital- 
mg Queen Quality, Bos- 
Goabaan, | Stetson, Red Cross, Nunn-Bush, Ete. 

IBVIN R BO BIN 

“The House of Jobs’ 
89 Reade St., Cor. Charch 

Phone Barclay 7-7887. New York City 

















CASH 


For Entire Stocks or Surplus yo -™~ 
This is a good time to dispose of 
We can use any quantity and pay the ninwest 
prices. 
CAMITTA SHOE COMPANY 
16 8. Srd St. Philadeiphia, Pa. 
Phone Lomba 2062 














CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified ageceooraguay is $5.00 an inch with o maximum of 46 words. 
Classified advertising is payable in ad 
call ibisittendnies tor ti ici sieaditen'ld cho lle York office on Friday of the week preceding publicetion. -oe 
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HANDBAGS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








CONSIGNMENT— 
HANDBAGS FOR CONSIGNMENT 
TO RETAIL FOR $1.00 TO $2.00 


Nee Zan tor full details. 
NEW YORK LEATHER GOODS 
300 W. Adams St., Chicago, il. 

DEARBORN 0688 














HOTELS 











Tupper Names Turner 
Sales Manager 


New YorK—Allan Turner, former 
Pacific Coast representative of Tup- 
per, Inc., has been promoted to the posi- 
tion of sales manager and stylist with 
the firm. Formerly with Saks-Fifth 
Avenue,’ Delman and former manager 
of the shoe department of H. Liebes & 
Co., San Francisco, Mr. Turner brings 
a wealth of experience to his new job. 

Mr. Turner expects to incorporate 
many original ideas from his Califor- 
nia experience into Tupper’s new Amer- 
ican designs. 


Levine Travels to Coast 


MIDDLETOWN, N. Y.—Fred Levine, 
of Middletown Footwear, here, is on 
a whirlwind tour from New York to the 
Pacific Coast. Mr. Levine expects to 
call on past and prospective customers 
in Cincinnati, Chicago, Denver, Seattle, 
San Francisco, and Los Angeles and 
be back in New York by October 26. 


Watkins Joins Silen’s Staff 


SEATTLE, WASH.—Expanding his per- 
sonnel, M. Lee Silen, of Silen’s Shoe 
Store, 1833 Fourth Avenue, in . the 
metropolitan district of the city, has 
added Chester A. Watkins to his staff 
of experts. Mr. Watkins has had a 
wide background in shoe retailing and 
for a period of 43 years has been out- 
standing as a shoe fitter. Mr. Watkins 
joins the staff, headed by Mr. Silen 
himself, which includes Merle Stroud 
and A. R. Apple, rounding out an all- 
inclusive fitting service for men, wo- 
men and children desiring scientific foot 
fitting, 


October 18, 1941 


HANDY STICK—indispensable for shoe de- 
partments. No more splitting Vamps. Stretch 
the easiest and quickest way. The DELMAR 
HANDY STICK does it. 


= Rte 


PRICE EACH, $1.00 
A. J. BERGREN COMPANY, not inc. 
325 W. MONROE ST., CHICAGO, ILL. 


Specialize in Unusual Sizes 

Detroit, MicH.—A new type of spe- 
cialty shoe store designed for women 
who need unusually large sizes, has 
been opened here by Stephen A. Wy- 
rock. The new store, called Kay’s Shoe 
Salon, is located on the sixth floor of 
the Empire Building, on Washington 
Boulevard, Detroit’s style center. 

The shop is of the salon type, with 
half a dozen dark red and cream leather 
chairs for customers and the usual 
feminine accessories. Walls are light 
green, and the store is carpeted in mot- 
tled maroon. All stock is concealed. 

Specialty of the shop is to carry in 
stock dress and style shoes appealing 
to women having trouble finding suit- 
able larger sizes. Only sizes stocked 
are from 8% AAAAA to 1Z2EEE—sizes 
rarely stocked by even the largest shoe 
store. Other unusual sizes are made up 
on special order, so that the store has 
become a mecca for women hard to fit. 

Conservative shoes in the larger sizes 
are not stocked, since the larger stores 
will carry some models in these sizes; 
this shop is essentially a style salon for 
women who want novelty shoes in the 
sizes stocked. 

The store averages half a dozen new 
customers a week referred by other 
shoe men. A mailing list is used ex- 
tensively for promotional work. The 
store has built up a substantial list of 
1200 names. One important source of 
names and field of special contact has 
been the Toppers’ Club, an organization 
for social activities formed by women 
over five feet nine inches. 

Newspaper advertising is used week- 
ly, with a three-inch space, occasionally 
in rotogravure, used in the Sunday De- 
troit Free Press. Radio is used, through 
sponsorship of “Canteen Hour,” a noon- 
time musical program for women, six 
days a week. 

Mr. Wyrock was on the road as a 
shoe traveler in Detroit and Ohio for 
twelve years before opening his store, 
much of that time with Endicott-John- 
son Corp: One salesman works in the 
store, Jack McGarvey; he has an ex- 
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NEW PRECISION 


SHOE DRESSING APPLICATOR 


NO SOILED HANDS 
MEN — WOMEN — CHILDREN 





A GREAT 
LITTLE 
PROFIT 
MAKER 


OR 
PREMIUM 





RETAIL 
10¢ 


SAMPLE ON REQUEST 


160 N. LA SALLE ST. 
CHICAGO, ILL. 


BABS 





tensive selling experience in women’s 
shoes in Detroit, through eighteen years 
in Detroit stores, ten of them with R. H. 
Fyfe and Company. 


Floor Mirror Aids Sales 


SEATTLE, WaSH.—A floor glass for 
reflecting shoes as well as hosiery and 
the hang of the skirt and matching 
costume is one of the convenient acces- 
sories in the women’s section of the 
downstairs footwear department of 
Frederick & Nelson, Seattle unit of 
Marshall Field & Co. Placed in easel 
form upon the floor, the glass reflects 
the shoes worn and gives the customer 
an idea of how the new footwear will 
match hosiery, etc. This is one of the 
most appreciated “props” in this shoe 
department. 


Bowman Bros. 
Opens New Store 


STERLING, ILL.— Bowman Brothers 
held the formal opening recently of 
their new shoe store at 18 East 3rd 
Street, here. Joseph H. Scharfenberg, 
of Sterling, is manager. 

The store is one of a number owned 
and operated by Bowman Brothers, 
with headquarters in Monmouth, IIl. 


Feature Footwear 
For Active Sports 


SEATTLE, WASH.—Stressing footwear 
for sports activities, skiing, yachting, 
tennis, golf and other athletics, Lang- 
lie’s Sports Store has recently remod- 
eled at 1330 Sixth Avenue. A grand 
reopening was staged with the spot- 
light of attention on the shoe sector, 
featuring various lines of nationally- 
known sports footwear. 





.»» And It Makes This 
DR. POSNER 
Scientiic SHOE 


A Top Flight Number 
EVERYWHERE 





Here’s a style you can sell every 
day to every family . . . and get 
immediate replacement from 
our huge in-stock service. 


Order either or both of these. 


No. 769IX . . . sizes 8% to 12... 
widths B to D. (Wholesale $2.65) 


Ne. 7692X. . . sizes 12% to 3... 
widths A. to D. (Wholesale $2.85) 


A complete array of retail stock selling 
helps are available without charge. 
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THERE’S PROTECTION IN PERFECTION 


Matched Pairs created with Celastic box toes have smooth, 
even tip lines — toe character that is true to the lines of 
the last. 

Style Protection is positive because style interpretation is accu- 
rate. Firm but flexible side walls are formed when lining, box 
toe and doubler are fused into a single structural unit. 


Customer Protection is assured because toe comfort and trim 
toe lines remain from the first to final wearing. The comfort and 
style protection in Matched Pairs makes it easier to bid for more 
business from satisfied customers. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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HH ere’s a formula for a successful boys’ shoe business; that G E RBERI CH i: PAY N E 


thousands of dealers are proving every day: CAREFUL, EXPERIENCED 
FITTING and GERBERICH-PAYNE SHOES. Because every pair of 
GERBERICH-PAYNE SHOES are made by expert workmen, over scien- i 
tifically graded lasts, and of the finest materials, they make more 
careful fitting easier, and more satisfactory. Prompt replacements 
MOUNT JOY > :>+ PENN. 


on fast moving sizes and styles; from an intelligent IN-STOCK 
Service, and a fair mark-up on every pair, make it worth »your 


while, from a profit standpoint, whether you sell GERBERICHS, - 
STRIDE RITE, JUNIOR ARCH PRESERVER, or OFFICIAL BOY SCOUT SHOES. 
When Young America Looks To Its Feet, That's Good News for New York Office, Morbridage Building 
Gerberich dealers. r 
Room 405 
Los Angeles - Hotei Lankerst 
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